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Life companies issuing variable an- 
nuities are not the only ones that need 
to feel concern about Securities & Ex- 
change Commission jurisdiction granted 
py the Supreme Court, for the staff of 
the SEC “may and probably will go 
further than the court decision in their 
contentions as to what is a variable 
annuity subject to their regulation,” 

said Devereaux F. McClatchey of At- 
lanta, general counsel of National Assn. 
of Life Companies, at the association’s 
winter conference in New York City. 


Reported Last Week 


The NALC’s decision to seek con- 

gressional exemption from SEC juris- 
diction of variable annuities sold only 
in the insurer’s home state was re- 
ported briefly in last week’s issue. The 
same issue carried corroboration of 
Mr. McClatchey’s prediction: a talk by 
Harold C. Lohren, the SEC’s variable 
annuity expert, asking the National 
Assn. of Insurance Commissioners for 
its cooperation in regulating anything 
in the nature of participation in a 
managed investment fund along with 
life insurance coverage. This sort of 
added attraction is offered, in one form 
or another, by many companies seek- 
ing to offer an innovation with extra 
sales appeal. 

The SEC may contend, said Mr. 
McClatchey, that there must be some 
mortality feature in the investment 
portion of the life insurance contract 
even though the return of the original 
investment is guaranteed and if this 
isnot the case the contract will not be 
afforded the insurance exemption in 
the securities act and in the invest- 
ment company act. 

“We have all had the experience 
that once federal regulation breaches 


Lincoln National Plans 
Two For One Stock 
Split, 25% Dividend 


A resolution recommending to stock- 
holders of Lincoln National Life a stock 
split of two shares for one and a con- 
current 25% stock dividend was ap- 
proved at the Dec. 6 meeting of direc- 
tors. The company is now capitalized at 
$20 million with 2 million shares out- 
standing at a par value of $10 per share. 
If the split and stock dividend are ap- 
proved, there would be 5 million shares 
outstanding with a par value of $5 per 
share, making a total capital of $25 
million, and each two shares of stock 
owned as of this time would become 
five shares. Stockholders will vote on 
the proposal Feb. 15. 

If the resolution is approved, it is the 
intention of the directors initially to 
declare cash dividends on the increased 
tapitalization in the same total amount 
4% before. This would mean an an- 
tual dividend rate of 80 cents per share 
n 5 million shares instead of the pres- 
_ $2 per share now being paid on the 
2million shares outstanding. 
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a wall at any point it tends to flow 
over the wall completely,” he said. 
“There are always groups, such as the 
security dealers’ association, which 
furnished the principal impetus of 
prosecution in the variable annuity 
case, that will be ready to urge the 
government on to greater activity in 
order to forward their particular in- 
terests. It is this process that supplies 
much of the motive power in our kind 
of government. 


Relief Or ‘Harassment’ Ahead 


“Unless the insurance companies can 
obtain relief from Congress along the 
lines I am proposing, it is likely that 
they will be facing for the indefinite 
future a prospect of harassment by 
the SEC if they write almost any kind 
of policy which has provisions for 
sharing the profits. Life companies in 
this category must add to the list of 
state examiners, convention examiners, 
income tax examiners and others who 
now at frequent intervals pass in and 

(CONTINUED ON PAGE 21) 


N. Y. State Assn. 
Favors ‘Anniversary 
Year’ For Members 


New York State Assn. of Life Un- 
derwriters would like to see the pres- 
ent calendar year basis for member- 
ship in the local, state and national 
associations changed to an “anniver- 
sary year’ basis. This would mean 
that each member’s year of member- 
ship would run from whenever he 
joined and his dues would again be- 
come due on the anniversary of his 
joining. 

The state association believes that 
in this way dues income can be raised, 
bookkeeping speeded and membership 
kept at much higher levels. At the 
recent fall delegate meeting, Manag- 
ing Director Spencer L. McCarty 
pointed out the ways in which the 
anniversary year could benefit the 
local, state and national associations. 


No Bar To MDRT, NQA 


For one thing, it would not affect a 
member’s ability to qualify for or re- 
tain membership in such groups as 
the Million Dollar Round Table or the 
national quality award _ recipients, 
both of which require membership in 
NALU. 

Delegates to the state meeting en- 
dorsed the association’s study and by 
resolution called upon the officers to 
press for a prompt changeover. The 
proposed change would spread mem- 
bership renewals throughout the year 
and make it easier to conserve mem- 
bers, as there would be more time 
and less of a peak work load for mem- 
bership committees. At the same time, 
there would not be the great shift in 
membership that often tends to weak- 
en the power of life underwriters as- 
sociations when their paid member- 

(CONTINUED ON PAGE 26) 





After Dublin, Who 
Will Retire Dec. 31 


Dr. Louis I. Dublin, who for more 
than half a century has been known as 





Robert C. Singer Dr. Louis |. Dublin 


one of the foremost authorities on pub- 
lic health and welfare matters and 
population statistics, will retire at the 
end of the year from his post as con- 
sultant on health and welfare for In- 
stitute of Life Insurance. In announc- 
ing his retirement, the institute also 
made known that in recognition of Dr. 
Dublin’s public service and life insur- 
ance contributions, the annual award 
of the public service program spon- 
sored by the institute and by NALU 
will henceforth be known as “The 
(CONTINUED ON PAGE 27) 


Why NALC Wants Ban On SEC Rule Name Service Award Schriver To Retire 
Of Intrastate Variable Annuity 


From Present Post 
On Dec. 31, 1961 


Trustee McNamara Heads 
NALU Committee Seeking 
New Managing Executive 


WASHINGTON—Lester O. Schriver, 
executive vice-president of National 
Assn. of Life Un- 
derwriters, will re- 
tire from that post 
Dec. 31, 1961. 

Mr. Schriver’s 
intention to retire 
was contained in a 
letter dated Sept. 
1, 1960, to the then 
president of 
NALU, William S. 
Hendley Jr., Mu- 
tual of New York, 
Columbia, S. C., 
who as one of his 
last official acts then appointed a 
committee to seek a successor to Mr. 
Schriver. However, neither Mr. Schri- 
ver’s letter nor the committee’s ap- 

(CONTINUED ON PAGE 16) 





Lester O. Schriver 
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Provident Life & Accident’s recently 
with lights. Dedication ceremonies were held in the cafeteria on the seventh 


floor of the new structure. Speakers 








dedicated home office building is ablaze 


at the ceremony were R. L. Maclellan, 


president; Theodore J. Young, partner in the architectural firm of Eggers & 
Higgins, and H. C. Turner, president of Turner Construction Co., general con- 
tractors for the building. In attendance were members of the home office staff, 
the directors, officials of insurance companies and insurance organizations. 
Before and after the dedication, a series of open houses took place, the first 


of which was for members of the field 
home office staff. Early in December, 


force, followed by one for families of the 
open houses were held for stockholders, 


prominent policyholders and friends of the home office staff. There were also 
two evenings of open houses for the public. 

The seven-story, 300,000 square foot structure, along with the company’s 
parking lot and grounds, occupies more than nine acres in downtown Chatta- 


nooga. 





Aldens Expects Its 
Life Venture To Be 
Under Way By June 


Aldens Inc., the Chicago mail order 
house which has announced its inten- 
tion to sell life insurance through a 
wholly-owned subsidiary, is mapping 
out its newest venture, which is about 
“six months away from going into 
business,” according to Financial Vice- 
president Gordon R. Worley, who will 
head the insurance operation. Plans 
call for offering coverage in the 1961 
fall catalog, which will be mailed to 
over four million customers next June. 

Initially, the portfolio will consist of 
ordinary life and possibly a family 
plan. The policies will be written in 
units of $1,000, and the maximum 
amount is expected to be $5,000. Other 
types of coverage, including health, 
may be added later. 

Mr. Worley said the company was 
entering life insurance because, with 
the mail order facilities, “we should 
be able to distribute more economically 
than an agency operation.” All busi- 
ness will be written through mail pur- 
chases, but the insurer may eventually 
sell through Aldens’ 78 catalog sales 
and retail stores in numerous states. 

He noted that Aldens does consider- 
able consumer credit business, and 
these credit customers are expected to 
be the best customers for life insur- 
ance. However, premiums must be 
paid in advance, and the company will 
not be writing credit life, he empha- 
sized, although this may develop as a 
by-product of the program. 

The insurer has not been licensed in 
Illinois yet, nor has a name been chos- 
en, but it is likely that the Aldens 
name will appear somewhere in the 
title. 


Life Company Assets 
Gain $4.3 Billion On 
First Three Quarters 


During the first nine months of 1960, 
over $43 billion new assets became 
available for investment by life com- 
panies in the U. S. economy, according 
to Institute of Life Insurance. 

Total life company assets amounted 
to $117,947,000,000 on Sept. 30, an 
increase of some 5%. 

Additional funds made available for 
re-investment accruing from maturi- 
ties, refundings, pre-payments, amor- 
tization, roll-over of short term securi- 
ties and sale of older investments, 
brought aggregate 1960 investments to 
$13,986,000,000 at the end of the third 
quarter. 

Corporate securities accounted for 
the largest amount of investment ac- 
quisitions and totaled $5,280,000,000, 
an increase of 15% over the first nine 
months of 1959, and accounted for 
over one-third of the new investment 
aggregate. Aggregate holdings in U. S. 
corporate securities as of Sept. 30 
exceeded $50 billion. 

Mortgage acquisitions by life com- 
panies in the first nine months were 
$4,448,000,000 a 4% increase. Total 
mortgage holdings as of Sept. 30 were 
over $41 billion. 


Southland Boasts Record Month 
October life volume of Southland 
Life amounted to a record $38,393,449, 
an increase of 8%. Health premiums 
totaled $104,714, up 22%. Sully Wood- 
land, Kerrville, Tex., led in ordinary 
sales, and David L. Clark, Norfolk, Va., 
was the combination division leader. 
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Quarter-In-Slot Life Insurance 


Sold In Gas Stations Via Agents 


By ROBERT B. MITCHELL 


Quarter-in-the-slot life insurance 
providing a week’s coverage for any 
buyer physically capable of getting to 
a gas station that sells it is being sold 
in the Dallas-Fort Worth area at nearly 


Putting a quarter in the slot per- 
mits a shield to be slid back, giving 
access to the space where the buy2r 
writes the information needed to put 
the policy in force at once. Weighing 
only five pounds, the machine can be 
carried to a waiting car, permitting 
purchase of insurance by an occupant 
without his getting out of the auto- 
mobile. 


200 Mobil service stations and at some 
food and drug stores. 

While daily paper stories on the 
project omitted mention of the dis- 
tribution plan and hence caused some 
uneasiness among agents, the fact is 





Insurers Not Affected By 
Castro Edict Seizing Cash 
Values Of Refugee Cubans 


The Castro government’s seizure of 
property, including life insurance cash 
values, belonging to Cubans who have 
fled to other countries is not regarded 
as having any effect on United States 
insurers formerly operating in Cuba. 

The move merely transfers funds 
from the now-nationalized insurance 
offices to the central government bank. 
When the American life companies’ 
Cuban business was nationalized some 
weeks ago, the government took over 
liabilities as well as assets. Assets con- 
consisted largely of investments of re- 
serves on Cuban business. The govern- 
ment is trying to get policyholders to 
keep on paying their premiums. 

In view of the Cuban government’s 
assumption of liabilities the insurers 
do not expect to experience a loss on 
the nationalized business. 


Ex-Superintendent Vorys 
Is Ohio Agents’ Counsel 


Arthur I. Vorys, former superinten- 
dent of the Ohio department has been 
retained as general counsel of Ohio 
Assn. of Life Underwriters. A member 
of the law firm of Vorys, Sater, Sey- 
mour & Pease of Columbus, he began 
his law practice there in 1949, and he 
served as Ohio superintendent from 
1957 until last year. He is president of 
Griffith Memorial Foundation for In- 
surance Education. 





that the coverage is distributed only 
through agents and will continue to 
be so distributed, according to William 
R. Cunningham, president of World 
Land Corp. of Denver, which is pro- 
moting the plan. 


Collections Made By Agents 


The _ policy-issuing machines are 
placed in Mobil gas stations by agents 
and collections are made by agents. 
The commission is one per cent per 
policy, or 4% of the premium. This is 
slightly less than the normal renewal 
commission on ordinary policies but 
somewhat more than the service com- 
mission sometimes paid on such pol- 
icies after the renewal commission 
period expires. 

The gas station attendant does not 
act as an agent. He is limited to (1) 
giving the motorist a leaflet explaining 
the insurance and (2) presenting the 
machine to him so he can insert his 
money and fill in the information on 
his policy. 

An essential feature of the plan is 
that the machine is light and compact. 

(CONTINUED ON PAGE 15) 


Occidental Of Cal. 
Attains $10 Billion 


Occidental of California has reached 
$10 billion of insurance in force, be- 
coming the first western company to 
do so. Only 10 other companies have 
attained the $10 billion figure, two of 
them—Northwestern Mutual and Lin- 
coln National—this year. 

Of the total, $6.1 billion is in in- 
dividual business and the remainder 
is group. There are 4.6 million individ- 
ual policies and group certificates in 
force. 

Occidental attained its first billion 
in 1944, 38 years after its founding. 
The industry average is 55 years. 

In the past 10 years, the company 
has gained 316% of insurance in force, 
the greatest percentage gain of any 
of the 15 largest insurers. This year 
sales are running 9% ahead of 1959, 
and this indicates the company will 
wind up 6-8% ahead of the industry 
average, according to President Horace 
W. Brower. 
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Peirce To Headline 
AAUTI Annual At 
St. Louis, Dec. 28-29 


“Responsibilities of the Ins 
Industry,” is the title of an ad 
Frederic M. Peirce, president Ge 
American Life, will give as lunch 
speaker at the annual convention 
American Assn. of University Teac 
of Insurance, Dec. 28-29, at St. 

Following the traditional CPCU. 
breakfast, the meeting gets under 
with a panel entitled “Potential 
novations in Insurance  Practicg 
H. H. Irwin, Wayne University, chgj 
man. Papers will be _ presented 
R. I. Mehr, University of Ilinois, 
Gordon R. Jordan, 1st vice-presiq 
and actuary Southland Life, “Varia 
Coverage,” and O. D. Dickerson, Flo; 
State University, and E. J. Faulky 
president Woodmen Accident & [i 
“Programing Health Insurance Bey! 
fits.” 

Victor Gerdes, New York Universit 
will be chairman for the next pang 
“Application of the Theory of Marke 
ing Tangible Goods to Marketing j 




















Insurance.” Speakers for this subj 
include Warren N. Cordell, vice-preg, 
dent A. C. Nielsen; Robert B. Ming 
Ohio State University, and Raymmj 
Johnson, vice-president New Yqi 
Life. 


Hedges Will Speak 


The first day’s luncheon will hay 
as speaker the association’s preside: 
J. Edward Hedges, Indiana Universit 

“Changing Industrial Relations Cm, 
cepts and Their Impact on Pensiox 
and Group Insurance,” W. T. Beadle 
Illinois Wesleyan, chairman, will hav 
as participants Jerome Pollack, p 
gram consultant social security 
partment United Auto Workers ¢ 
America, and Michael T. Wer 
University of Hawaii. 

“Current Studies in Depth,” John? 
Adams, Temple, chairman, will featur 
papers by C. Arthur Williams, Unive} 
sity of Pennsylvania, ‘“Workmen’s Con. 
pensation Insurance Company Ex 
penses;”’ Archie Nichols, Butler Univer 
sity, “Liquidation of Insurance Com 
panies in Pennsylvania,” and Stu 
Schwarzschild, Georgia State Colles 
“Creditor’s Rights in Life Insurance. 

“Review of Current Research Pr 
jects,” Mr. Adams, chairman, will 

(CONTINUED ON PAGE 2%) 











will be joined with the home office building. The combined buildings will 
known as “Continental Center.” Completion is expected in early 1962. 


Groundbreakit 
ceremonies wet 
conducted this 
week for the 2 
story building 
be constructed | 
Continental-N- 
tional group bat 
of its home oli 
in Chicago at 3 0s 
of $15 million. 

Participatiny 
were, from Ie 
Howard C. Reeétt 
president Contit 
ental Assurancé;! 
H. Forkel, pret 
dent Continent 
Casualty, and 
Tuchbreiter, chai 
man of both ¢ 
panies. 

The building W 
be on the soume 
corner of Wab 
Avenue and Jat 
son Boulevard 4 
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Mutual Benefit Life Reaches All-Time 
High With 175 CLU Representatives 


10 MBL Agents Receive Designation; 
4 Earn CLU Agency Management Diploma 


Mutual Benefit Life agents, through the 
years, have acquired the stature and repu- 
tation of true professionals. They have 
done this in many ways: complete knowl- 
edge of their product, its relation and 
value to their clients’ way of life, expe- 
rience in related fields such as finance, 
taxes, law, and estate planning, among 
others. Attesting their enviable standing 
in the insurance field is the fact that 175 
Mutual Benefit Life agents have attained 
the coveted CLU designation. 

Fourteen MBL agents successfully com- 
pleted the 1960 examinations of the Amer- 
ican College of Life Underwriters. 

The ten Mutual Benefit Life represent- 
atives who achieved the CLU designation 
are: Atlee I. Beagle, Oklahoma City gen- 
eral agent; Hal W. Dale, Jackson general 
agent; Bernard E. Goldberg, Hempstead; 
Irving Grody, Los Angeles; Dorothy E. 
Montgomery, Chicago-Wilson; Robert R. 
Clevenger, Houston; Walter A. Sivek, 
Newark home office; John H. Teasdale, 
Albany; Raymond J. Wagner, Pittsburgh; 
and Robert R. Rose, Washington. 

Three general agents, Charles L. Doane, 
CLU, of Omaha; Alfred J. Lewallen, CLU, 
of Miami; Fort A. Zackary, CLU, Wichita, 
plus Russell W. Gentzler, CLU, of Omaha 
completed management examinations and 
received CLU Agency Management 
diplomas. 


11% of MBL Field Force Now CLU 


The new additions to the CLU ranks bring 
Mutual Benefit Life representation in the 
titled roster to 11% of the field force. 


The reason for this impressive total is 
obvious: Mutual Benefit Life personnel 
have always appreciated the value of the 
CLU program. It is both an important 
prestige builder and a means of gaining 
the knowledge which will enable the life 
insurance man to do a better job. 

John H. Ames, CLU, president of the 
Mutual Benefit Life Chartered Life 
Underwriters Association, recently wrote 
in the MBL monthly field magazine that 
“the knowledge gained from CLU studies 
enables the insurance agent to do a more 
thorough job in serving his clients.” 


Source of Higher Income 


“The underwriter can expect a higher, 
more consistent volume of business and 
will thereby be better able to provide for 
himself and his family,” he said. 


“Familiarity with the rate book is not 
enough ...an agent needs knowledge of 
financial, legal and sociological considera- 
tions... other media of savings and invest- 
ment...employee benefit plans... wills... 
and various insurance plans. 

“CLU study...provides the life under- 
writer with a broad understanding of im- 
portant phases of life insurance and re- 
lated fields of knowledge, and improves 
his practical ability to apply this knowl- 
edge to the advantage of the buyer of life 
insurance,” Mr. Ames said. 

With so high a percentage of agents on 
the CLU membership list, it is no wonder 
that the average MBL policy sold last year 
was $15,459 , with commensurate high 
commissions. 





Brokers Continue to Consider 
MBL for Surplus Business 


Brokers like to do business with MBL. Their 
reasons, as extracted from their eomments and 
letters, are: 


I. MBL is easy to do business with. 


2. Counseling service is just a phone call 
away, and local agencies are ready to help be- 
fore, during and after the sale. 


3. Very liberal income options and flexible 
agreements assure satisfactory programs. 


4. The high early year cash values protect my 
policyholders in time of emergency. 


5. The integrity of the Company is without 
parallel, and I need that when it comes to pro- 
tecting my top quality clients. 


6. Promotion and merchandising ideas are 
tops and always available. 


7. The Disability Income contract is unique 
in the business. 


8. The Company underwrites profitable life 
insurance, giving me more income. 


9. The broker’s contract is vested, which guar- 
antees my renewals. 


10. The Company is nationally known and 
readily accepted by the public. 








CAREER AGENTS’ EARNINGS 
AVERAGE $14,077.83 

An earnings survey of Mutual Benefit 
Life career agents revealed an average 
income of $14,077.83 in 1959. This 
group comprises production honor roll 
qualifiers with two or more years of 
Company service. 10% of this group 
earned over $25,000; 23% made be- 
tween $15,000 and $25,000. 











MUTUAL BENEFIT LIFE ROSTER 
INCLUDES RECOGNIZED AUTHORS 


Many Mutual Benefit Life members over 
the years have shared their experience and 
knowledge with the whole institution of 
life insurance. Some are authors of re- 
cently published books. Many are famous 
in the insurance field. And, since a com- 
pany is known by the people it keeps, 
Mutual Benefit Life is doubly proud of 
their dual success. 


Bill Earls, CLU, MBL 
general agent in Cincin- 
nati since November 
1950, has led all the com- 
pany’s agencies in seven 
years and won 19 MBL 
awards. Bill Earls’ book, 
Million Dollar Profiles, is 
an intensive study of top 
members of the Round Table. He reveals 
their methods, techniques, work habits, 
organization and dedication — with the 
outlook of one who has a long record of 
MDRT qualification. 





Bill Earls 


Author of hundreds of 
articles and several books 
is Solomon Huber, CLU, 
Mutual Benefit Life gen- 
eral agent in New York 
City since August 1947. 
The Huber agency has 
won seven MBL awards, 
including the President’s 
Trophy and the New Organization Award 
(twice). Mr. Huber’s latest book is 
Estatology, a complete treatise on estate 
planning procedure, published this year 
by Estatology, Inc. In 1959, Mr. Huber 
published the Estate Planner Reader. He 
has also co-authored Writing and Selling 
Business Insurance, published by the Uni- 
versity of Illinois. 


ages 


Solomon Huber 


Mildred F. Stone, 
CLU, staff assistant to 
the president, joined the 
company 35 years ago. 
Among her works are A 
Short History of Life In- 
surance, published by 
Insurance Research and : 
Review Service, and Mildred F. Stone 
Better Life insurance Letters, published 
by National Underwriter Company. Miss 
Stone is also the author of Since 1845, a 
comprehensive history of the Company, 
published by Rutgers University Press. 
Her latest book is The Teacher Who 
Changed an Industry, a biography of Dr. 
S. S. Huebner, a definitive study of the 
legendary pioneer of insurance educators, 
published in 1960 by Richard D. Irwin, Inc. 
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Blues Spurn Alliance With Insurers 
In Fight For Voluntary Health Plans 


By WILLIAM MACFARLANE 

The national Blue Cross-Blue Shield 
organizations, seemingly unaware of 
the vast reservoir of strength the pri- 
vate insurance companies represent 
in the fight against compulsory gov- 
ernment health insurance, last week 
used their influence to block what 
could have been a solid front against 
federal intrusion into the health in- 
surance business—a solid front con- 
sisting of the private insurance indus- 
try, American Medical Assn., Blue 
Cross Assn., National Assn. of Blue 
Shield Plans and American Hospital 
Assn. 

Instead, representatives of both na- 
tional Blues, at a meeting in Wash- 
ington, D. C., of American Medical 
Assn.’s policy making unit, the house 
of delegates, successfully urged AMA 
“to assume immediately the leader- 
ship” in consolidating its efforts with 
those of the national Blues and AHA 
“into maximum development of the 
voluntary non-profit prepayment con- 
cept to provide health care for the 


American people.” 

AMA’s assumption of leadership 
took the form of a resolution adopted 
by the house of delegates, which also 
contained a clause resolving, ‘That 
similar leadership be undertaken to 
coordinate the efforts of private in- 
surance carriers through conferences 
with their national organizations.” 

The resolution was a considerably 
watered down version of one which 
would have had AMA bring together 
all interested parties—private compa- 
nies, the Blues, hospitals, labor, busi- 
ness and consumers—for a conference 
that would deal with the problem of 
perpetuating the whole range of vol- 
untary health coverage. 

Blue Cross and Blue Shield ob- 
servers attending the meeting passed 
the word around that they would re- 
fuse to sit down at the same table with 
private insurance company represent- 
atives, accusing the companies of tak- 
ing “only the cream” of the health in- 
surance market. 

One delegate in favor of the uni- 
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of Premium coverage. 


e GRADED PREMIUMS ON LEVEL TERM PLANS—for example: $50,000 Ten Year 
Term Plan, Age 35 (excluding W.P. and D.I.) is only $5.96 per 1,000 on a gross 


annual premium basis. 


NORTH AMERICAN LIFE 
Pasurance Company OF CHICAGO 


Charles G. Ashbrook, President 
Ronald D. Rogers, CLU, Agency Vice President 


North American Building 
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...and progressive, too! Note just a few of . 
our most recent sales-building changes: 


e EXPANDED NON-MEDICAL LIMITS (Males ond Females)}—$20,000 Ages 5 to 35, 
inclusive; $10,000 Ages 36-40, inclusive; $5,000 Ages 41-45, inclusive. 


e NEW LOWER PREMIUM RATES FOR FEMALES—ond regular rates for Waiver 
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fied plan said after it was defeated on 
the house floor by a vote of 111-58 and 
the devisive one adopted, “Those op- 
posing voluntary health insurance 
criticize it because they say all the 
voluntary plans can’t get together. Our 
resolution would seem to admit de- 
feat.” 

Probably one of the best answers to 
the charge of private companies skim- 
ing off “only the cream” of the mar- 
ket was given last month by Albert 
Pike, actuary of Life Insurance Assn. 
At the time, Mr. Pike, on behalf of 
LIA, Health Insurance Assn. and 
American Life Convention, told the 
New Jersey legislature’s hospital and 
medical legislative study commission 
in Trenton, “It can be stated catego- 
rically that insurance companies have 
not adopted experience rating in order 
to ‘skim the cream’ from the group 
health insurance market. 


Experience Rating Before Blues 


“Our member companies were using 
experience rating in the group life in- 
surance field long before thare was 
a Blue Cross or a Blue Shield at all. 
These companies later carried the ex- 
perience rating principle over into the 
group health insurance field, not as an 
act of economic agression against 
Blue Cross-Blue Shield and similar or- 
ganizations using community rating, 
but as an act of self-defense against 
competition from other insurance com- 
panies. They continue to use the exper- 
ience rating principle in the group 
life insurance field where there is no 
counterpart to Blue Cross-Blue Shield. 

“One might therefore say that Blue 
Cross-Blue Shield has not had the 
cream purposely skimmed off its mar- 
ket by competing insurers using expe- 
rience rating; instead Blue Cross-Blue 
Shield has followed a community 
rating policy having the effect of leav- 
ing to itself most of the skimmed 
milk. Instead of insurance companies 
harming Blue Cross-Blue Shield by 
using experience rating, Blue Cross- 
Blue Shield is really harming itself 
by sticking to community rating,” 
Mr. Pike said. 


Deadline For Health 
Insurance Persistency 
Award Set At Feb. 28 


February 28 has been selected as the 
deadline for filing with home offices 
completed applications for the 1961 
health insurance persistency award 
sponsored by LIAMA, International 
Assn. of Health Underwriters and 
NALU. Home offices must have the 
certified applications filed with the 
proper agents’ organization by March 
31. 

The award is given for quality serv- 
ice as evidenced by an excellent record 
of maintaining in force and extending 
the benefits of health insurance. In 
1960, the first year the award was of- 
fered, 283 applicants qualified for it. 

To win the 1961 award, the appli- 
cant must have a minimum of $2,500 
of annualized new health insurance 
premiums on at least 18 policies, in 
both 1959 and 1960. At least 85% of 
the amount exposed in the two years 
must be in force on “Dec. 31, 1960. The 
qualifier must also be a member of one 
or both of the sponsoring agents’ or- 
ganizations. 

An application blank for the award 
will appear in the January issue of 
IAHU’s Accident & Health Under- 
writer, and copies will be available 
from NALU local associations and 
from the national headequarters of 
both agents’ groups. 

Winners of the 1961 award will be 
announced in May. 
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DEADLINE IS INFLEXIBLE 

Delegating Is Fine, 
But Not In Mailing 
MDRT Applications 


USED Ii\ 


—_ 








Recently 

Relying on others in the agency service of 
on someone at the home office to mpjpsme 10,00 
one’s Million Dollar Round Table q,gure entitl 
plication papers is one of the ection,” 


the MDRT executive committee 
chairman of the 1961 membership cop, 
mittee. 

No matter what the circumstance 
the executive committee is barred }; 
the bylaws from making any excep 
tions for late filings. It is the resp, 
sibility of each member, whether firg. 
time or repeating, to see that his men, 
bership application, affidavit of agg. 
ciation membership and dues chej 
are in the mail and postmarked » 
later than March 1. we on the 


Urges Earliest Possible Mailing need more | 


However, Mr. Coakley urged mep.giete apprai 
bers not to wait till the deadline yf 
close to it, but to mail their applig 70 8et a 
tions as soon as possible, particulajg®essary 
those qualifying as life members, [ie Policies 

Regarding the new MDRT volun your h 
credit record form, Mr. Coakley pgmrtgage? T 
minded all applicants to use a separa? seater bi 
form for each company for which 1% Some exp 
business is claimed. The volume creiif5 insuran\ 
record form is to be attached to th! five time 
corresponding certifying letter and fo-§ Wants Life I 
warded to the home office. This pn. Q I’ve he 
cedure is necessary if the form is ty $12,000 life 
fulfill its dual purpose of aiding th, y my \ 
agent in recording volume credits props the cash. ( 
erly and expediting certification ¢ this would | 
these credits by the home offices. Thine pest thins 
form is mandatory for first time qua. A. Anyone 
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Continental Assurance has com 
pleted plans to reorganize its agency 
department’s sales and service unit 
to provide expanded facilities for pro 
ducers. 

Under the new organization, W. 3 
Roads will become director of train 
ing. His duties include administration 


tost to you. J 
should be pu 
would depenc 
ning to do wi 
what is planr 
Whatever you 
surance agen 


of all training functions and gene Hist ora 

sales service (ordinary) to the fieli» 
Working in close conjunction wif, 

Mr. Roads will be Robert Maher, Happen 


win B. Thurman Jr., and Arthur 04 Q Every ti 
Brien. Mr. Maher will become assurance prem: 


ant director of training; Mr. Thumm wonder jus: 
will continue as manager of advantelinney, I kno 
underwriting with broadened activititthns to me, t 
designed to provide increased servi) and if | 
in programing, business  insura@i}000 cash in 
and estate planning, and Mr. O'Breis done with - 
will become manager of field servite{nine? 


and head the newly organized #4 tt woulg 
idea division. ear’s course 


~ ° ge 
Conn. Approves Blue Cross fit, "but ie 
Group Rate Rise Of 13.4% 


remium check 


aly home off 

The Connecticut department Mfwver the exp 
approved an increase in Blue (Mbilicy; most o 
group rates averaging 13.4%. The bORlo “reserves » 
which will affect some 800,000 mesure, on an a 
bers of group plans, becomes effect money wit) 
Feb. 1. funds in 
Commissioner Premo said he vested in wh, 
pects the new rates to hold for at in of the ¢ 
two years. YY can to hel 
Higher rates for individual lance and, 


scribers went into effect last July’ 





10, 1 December 10, 1960 


LIFE INSURANCE EDITION 


USED IN SYNDICATED WEEKLY COLUMN 





— 


Recently the Community Feature 
sevice of Frankfort, Ky., offered to 
10,000 weekly newspapers a fea- 











Re the public answered by Institute of 
‘ILife Insurance. The feature was de- 
ember 4 in the National Underwriter 
ittee ay f Oct. 8. Following are some of the 
ship conf westions and answers in the first 
jen columns sent out by the syndi- 
stance ae? 
atred bf @ I am a 25-year-old worker in a 
1Y €Xcepf chine shop, have a wife, two chil- 
© respon iren; earn $6,500 a year ($6,000 after 
ther first taxes); have $15,000 in insurance, in- 
his Ment ding a $5,000 group life policy at 
os a york. Do you think I have enough 
insurance? 
arked nf 4 Offhand, it would seem that you 
we on the low side. But one would 
ing ned more information to give a com- 
ed. men.ipulete appraisal of your insurance hold- 
Sadi; ings. 
— . get a sound answer, it would be 
articular gecessary to know something about 
mbers, [ue policies you hold. Also, do you 
T volungowa your home? Do you have a large 
akley re mortgage? That would leave your wife 
a. separat agreater burden if you were to die. 
Thich 1% Some experts recommend the fath- 
ime creiif@’s insurance should be at least four 
ed to tye five times his take home pay. 
r and fo.§Wants Life Income For Wife 
This po Q I've heard that I can have my 
‘orm Is 12000 life insurance policy arranged 
aiding thy pay my wife a life income instead 
edits proMidt the cash. Can you tell me how much 
ication “itis would cost? And would this be 
ffices. tthe best thing for me to do? 
time qu} 4. Anyone can have this life in- 
TS. surance policy arranged to pay out the 
benefit as income instead of in a lump 
sm—and it doesn’t cost a cent to do 
= i. In fact, considering it from the 
CFvICe; family’s viewpoint, they would prob- 
ad wly get greater benefit from the poli- 
ty on the income plan, at no more 
has COlMlst to you. As to whether your policy 
its AgeNfould be put on an income plan, that 
vice ulltiould depend on what you are plan- 
'S for Plhring to do with it. Some policies, to do 
»juhat is planned, must be paid in cash. 
"|hatever you do, consult your life in- 
surance agent and he will give you 
advice on what is best—and 
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1d generii.,, A 2 
ion wit 
faher, pi "tat Happens To The Money?’ 


\rthur 0] Q. Every time I put my $350 life in- 
yme assisfurance premium check into the mail, 
. Thurmal wonder just what happens to that 
| advanciiinmey. I know that if anything hap- 
d activilifiens to me, the family will get $15,- 
ed servi) and if I need it, there is about 
insura$000 cash in it right now. But what 
- O'Brie omg with that premium money of 
servicefinine? 
rized Sl A It would be like trying to give a 
ta’s course on life insurance man- 
fement in a few words, to answer 
Cross ft, but here is a try. Your $350 









3.4% remium check is received at the com- 
A aly home office; a few dollars go to 
tment bifver the expense of handling your 


Blue (Bilicy; most of the money goes right 
The bolo “reserves,” that is, funds held to 
,000 méMssure, on an actuarial basis, that ben- 
bs effectRit money will be there when needed. 
The funds in those reserves are then 
d he vested in what is about a cross sec- 
for at "in of the economy, earning what 
can to help cut the cost of your 
“ance and, in the meantime help- 
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Samples Of Institute's Answers 
lo Public’s Questions Are Given 


ing to finance the whole economy. 
Not your specific dollars, but dollars 
from life insurance come right back 
into your community in about the 
same amount as your policy’s reserve, 
as “capital,” helping to finance busi- 
ness, industry and even government. 
They build factories, homes, bridges, 
schools and help produce the goods 
that you get in most of your stores. 

Then, when the time comes that you 
or your family need the money as a 
benefit payment, your full share comes 
right to you, guaranteed by these re- 
serves. That may be too simple to 
really tell the story, but there it is. 


Is Cost The Same In The End? 


Q. I was told the other day that it 
didn’t really make any difference what 
kind of life insurance you bought or 
at what age you bought it, the over-all 
cost comes out the same in the end. Is 
this true? 

A. This is difficult to answer in gen- 
eralities. The statement of fact is 
somewhat meaningless to you as an 
individual buyer of insurance. What it 
means is that between the time of 
purchase and the eventual maturity of 
the policy the same over-all cost of in- 
surance is found in all policies. That is, 
if you buy a $10,000 straight life policy 
at 30 and another at 60, both maturing 
to you in cash at, say, age 102, the 
over-all cost will be the same. One 
will accumulate the $10,000 over 72 
years, the other over 42 years. But 
what is more important to you and 
your budget is that the policy bought 
at 30 will carry an annual premium 
of about $160 to $200 for life, while the 
one bought at 60 would carry an an- 
nual premium of $550 to $600. Quite a 
difference wouldn’t you say? 

Q. A friend says we’ll be much 








President John L. Cameron (left) 
and Chairman James A McLain 
(right) of Guardian Life accepting a 
scroll of appreciation on behalf of 
Guardian’s officers and home office 
personnel from Douglas J. Bailey, 
Boston, president of the Guardian 
Leaders Club, acting for the club. 

The decorated scroll, mounted on a 
plaque, pays tribute to the officers and 
home office personnel for their help 
with material and inspiration” and 
their “outstanding cooperation and 
service” in Guardian’s centennial year, 
“culminating in the most enjoyable 
and informative meetings in Guardian 
history.” It concludes with a pledge of 
“continued cooperation in building a 
greater Guardian in the years ahead.” 





better off if we change to a newer kind 
of policy. Ours is “old fashioned.” Do 
you have any suggestions on how we 
should go about this? 

A. Let’s start with a few words of 
warning. Be absolutely sure you’re 
doing the right thing. You may pay a 
higher rate on the new policy, be- 
cause rates increase as you grow older. 

If your present policy does not meet 
your requirements, it might be a good 
idea to consult the company that is- 
sued it. Your problem may be solved 
by slight changes in your old policy, 
thus retaining the rights it gives you. 

It’s important that you get reliable 
advice. You cannot compare costs of 
policies unless you know they have 
the same provisions. 


Save By Paying Annually 


Q. My $16,000 life insurance policies 
are on either quarterly or monthly 
premium payment plans. I am told I 
could save quite a bit if I paid the 
premiums annually. Is this true? And 
would the annual premium be too big 
for me to take care of? I now pay 
about $29 monthly. 

A. Yes, you probably could save by 

(CONTINUED ON PAGE 26) 


one of the 


Predicts More 
Regulatory Control 
After Jan. 20th 


The first move of the federal gov- 
ernment under the new administration 
will be toward more regulatory con- 
trol over the insurance business, J. 
Russell Townsend Jr., general agent 
Equitable Life of Iowa, Indianapolis, 
and just reelected to the state senate, 
told members of the Dayton, O., CLU 
chapter on Nov. 16, 

The speaker pointed to various in- 
vestigations, particularly in the auto 
and health fields, and of mail-order 
selling, which, he said, have led to the 
“strong possibility” of federal legisla- 
tion. “With an incoming administration 
having what appears to be a philosophy 
of greater concentration of control in 
Washington, insurance men can expect 
more regulation in the immediate fu- 
ture,” he said. 

The immediate target of the anti- 
trust committee of the Senate Commit- 
tee on the Judiciary, Mr. Townsend 
predicted, will be the passage of a 

(CONTINUED ON PAGE 23) 
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one of the 


usiest 


Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
why this is so—and Central Life agents agree that an 
important one is true graduated premium on all plans 
(except single premium). The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
making “One of the Best” one of the busiest, too! 
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Progressive and competitive, yes ... but not 


at the expense of financial security 
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$175 Million 
$1442 Million 
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HieNATIONAL UNDERWRITER 


Health Institute Cites Revolution In 
Payment Of Medical Costs During 1950s 


The American people learned a lot 
about health and how to pay for it 
during the 1950s, according to Health 
Insurance Institute in its analysis of 
data recently made available by the 
U. S. Department of Health, Education 
& Welfare. 

A literal revolution in medical sci- 
ence took place over the last 10 years. 
The hospital became one of the na- 
tion’s biggest industries, and in terms 
of assets and investments, greater than 
the “Big Three” automobile companies 
combined. Vast numbers of doctors 
became specialists—internists, pedia- 
tricians, virologists, pathologists and 
psychiatrists, and psychiatrists grad- 
ually invaded the field of pathology. 
_Virologists and biochemists invaded 
the cell, the smallest constructional unit 
of the body. 

New cures, new methods of treat- 
ment and new drugs helped to control 
infectious disease and to reduce the 
toll of mental ills. Life expectancy hit 


a record high. Medical care became 
more popular than ever before in 
history. 

Consumer spending for hospital and 
physician services doubled during the 
decade. At the same time, the people 
avoided a financial hangover by en- 
rolling in health insurance plans, which 
became an accepted part of financial 
planning for more than three out of 
four families. 

It was the “Soaring Fifties” 
health insurance: 


Increase Of 182% 


—Private payments to hospitals in- 
creased 182% during the decade, from 
$1,803,000,000 to $5,076,000,000. Since 
the population grew from 148 million 
to 177 million, a more modest rise of 
138% was recorded in per capita pay- 
ments, which were up from $12.22 in 
1949 to $29.07 in 1959. 

—Private payments to physicians 
increased 98% from $2,371,000,000 to 


for 


PRIVATE PAYMENTS TO HOSPITALS AND PHYSICIANS 


December 10. 1969 


IN THE UNITED STATES, 1949, 1959 


TOTAL PAYMENTS 
(Billions of Dollars) 


1949 
$1.803 
1.264 
039 
2.371 
2.143 
.228 


Hospital Services 
Direct Payments 
Insurance Benefits 

Physicians Services 
Direct Payments 
Insurance Benefits 

Hospital Services and Physi- 
cians Services Combined 4.174 
Direct Payments 3.407 
Insurance Benefits -767 


Current 
1959 Dollars 

$5.076 182 
2.131 69 

2.945 

4.687 98 

3.233 51 

1.454 


9.763 
5.364 57 
4.399 


PER CAPITA PAYMENTS 
(Dollars) 


$12.22 
8.53 
3.69 
15.89 
14.36 
1.53 


Hospital Services 
Direct Payments 
Insurance Benefits 

Physicians Services 
Direct Payments 
Insurance Benefits 

Hospital Services and Physi- 
cians Services Combined 28.11 
Direct Payments 22.89 
Insurance Benefits 5.22 


$29.07 
12.21 43 
16.86 
26.85 69 
18.52 29 
8.33 


55.92 99 
30.73 34 
25.19 


Percent Increase 
1949-1959 


Dollars 
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$4,687,000,000. Per capita payments 
were up 69%, from $15.89 to $26.85. 

—Insurance benefits for hospital 
services increased 446%, from $539 
million to $2,945,000,000. On a per 
capita basis, benefits increased from 
$3.69 to $16.86, a rise of 357%. 

—Insurance benefits for physicians 
services rose 538%, from $228 million 
to $1,454,000,000. Per capita kenefits 
increased 444%, from $1.53 to $8.33. 

To what degree did inflaticn contri- 
bute to the higher outlays for medical 
care? This question is rot easily 
answered since no economic gauge 
exists to measure the value of higher 
quality service and other improve- 
ments which took place in medical 
science over the decade. 

Costs In 1949 Dollars 

According to the institute, this much 
could be said: If medical care prices 
had remained constant at the 1949 
level, total private payments for hos- 
pital and physician services combined 
would have increased from $4,174,000- 
000 to $6,078,000,000. In terms of 1949 
medical care dollars, per capita pay- 
ments rose 24%, from $28.11 to $34.81. 
At current prices, per capita payments 
rose to $55.92, about double the $28.11 
figure of 1949. 

However, the growing impact of 
health insurance substantially checked 
the amount of money paid directly by 
consumers to hospitals and physicians. 
While per capita outlay for hospital 
and physicians services increased 99%, 
out-of-pocket payments rose only 34%, 
from $22.89 in 1949 to $30.73 in 1959. 
Insurance benefits climbed 383%, from 
$5.22 to $25.19. In terms of 1949 dol- 
lars, direct payments for hospital and 
physician services actually declined by 
13%, while benefits increased 186%. 
128 Million With Health Cover 

Between the end of 1949 and the 
end of 1959, the number of people with 
some form of health insurance in- 
creased from 66 million to nearly 128 
million. Total benefits paid by all 
forms of health insurance were up 
from $957 million to $5,175,000,000. 

The challenge which confronted 
health insurance organizations through 
most of the 1950s, the institute said, 
concerned the rapid extension of cover- 
age of what were the consequential 
medical cost items—hospitals and 
physicians services. It said that in the 
latter part of the decade increasing 
numbers of people were being brought 
under health insurance programs pro- 
viding added benefits for out-of-hospi- 
tal and convalescent care, the treat- 


ment of mental illness and costs of 


drugs and lab fees. 


The problems of medical economics 
and the further extension of adequate 
programs were seen as major current 
challenges. To cope with the latter, 
major medical expense insurance made 
its bow during the 1950s and has 
become the fastest-growing form of 


health coverage. 


Additions To Life Of 


North America Folio 
Life of North America has added to 
its portfolio a 10-year endowment pol- 
icy, an accumulator option, an increas- 
ing term benefit, and a transfer of 


capital provision. 


The 10-year endowment policy isa 
participating contract issued at ages 
0-70 for face amounts of $1,000 or more. 

The accumulator option will be add- 
ed automatically at the time of issue 
to all participating endowment poli- 
cies except the 20-payment endowment 
at 65. On the maturity date, the owner 
has the right to leave the proceeds 
with the company and continue the 
policy in force until the accumulator 
date 10 years later. The annual rate 
is $100 per $1,000 original face amount 
plus a $5 policy fee. In the event of 
the automatic non-forfeiture 
option provides that the cash value on 
the date of lapse will be accumulated 
with the interest until the accumulator 
date or until paid on earlier death 0 


lapse, 


cash surrender. 


The increasing term benefit may b 
added at all issue ages to the partici- 
pating endowment at 65 contract. The 
amount of coverage under the benefit 
at any time is equal to the annul 
premium payable under the policy 
times the number of policy years that 
have elapsed since issue. In effect, the 
benefit can be used as a return 
premium benefit for death occurrilg 


during the term period. 


Tue transfer of capital provision wil 





be included automatically in all par 
ticipating endowmeut policies whi 


do not mature prior to the insureds 
age 55 and in all participating lif 
except “Retirement Incott 


policies, 
and Independence” policies. 


Plan 10% Stock Dividend 
For No. Am. Of Chicago 


Directors of the North American Li# 





of Chicago will recommend to s 
holders at the annual meeting Feb! 
that a 10% stock dividend be declal® 
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force are estimated to be problen 
drinkers—and are given primary rp, B sine 
sponsibility for recognizing and Te. u Z 
porting alcoholism among employe; Life S ¢ 
They learn how to recognize dang Guardian 
signals and understand that the ale. ed more t 
holic is unable to help himself with. jife busine 
out proper assistance. ampaign 
Not A Punitive Program A McLain. 

“Our program is not a punitive one” missions @2 
Dr. Cloud said. “Our sole aim is 4,) tan 15% a 
rehabilitate employes so they can keep nearly $19( 
working. Fifty-thr 

“Supervisors are shown _ thy|iife quotas 
m shielding a suspected alcoholic, out of /e#seY City 
— 1. friendship or loyalty, actually is a dis. emeran?, 
eee 2 : * service to the employe, his f ing, 

At Kansas City Life the and the Equitable, and may harm ing, W. Va., 
habilitation chances. No supervisor j} In life v 
expected to confirm alcoholism in a ceeded the 
employe. This is the medical depart.|Spaulder, \ 
ment’s responsibility.” Samons-Pre 

However, he added, it is made cleg| York. 
that the medical department, whip] Forty-nin 
not setting up a spy system, can;|4&S quotas 
get to problem drinkers to help then View, Cal., $ 
without supervisors’ cooperation. Re. others witl 
ferral to the medical department pyj#ouseman, . 
supervisors is based solely on obserya.|delphia; the 
tions of the employe at work, not o,{and Souder, 
his private life. Individual 

“In our early work,” Dr. Cloud sai flives was \ 
“most of the employes we saw wer|City. Jack F 
in an advanced stage of alcoholign| 0d in life v 
which had been hidden successfully, |Philadelphi 
This long history of excessive drinking | James P. Poc 
can have an abrupt onset, it usually] fsllowed by 
increases over a period of years. That’s| Joseph J. K 
why early detection is so important,{ flushing, N 
and why the supervisors are urge(] William 
to act promptly.” View, led in 

Dr. Cloud termed results so far “pos-] apps, with T! 

cisco, second 
N. Meyer, St. 


itive and encouraging,” but pointed 
(CONTINUED ON PAGE 18) 
—| Brooklyn w 
lowed by Mr. 


Mortality Hazards 1,000% 
Of Standard Considered 
Insurable By Aetna Life 


Aetna Life has begun considering 
applications for life insurance from 
people with a mortality hazard be. 
tween 500% and 1,000% of standard 
The limit until now has been 500% of 
standard. 

Generally, 
affect persons with two or more 
pairments, which in combination pre 
viously made them uninsurable. Fu} the basic pol 
example, an overweight diabetic wh or the agree 
could have been insured in the past ij five years’ p 
he had one of the conditions but noj went to the 
both, now would be considered. the insured i 

In addition, persons who have sut-|Pplicant for 
fered a serious illness such as a hear] the applic 
attack may obtain coverage after "VY: 
shorter waiting period than former. 
The new program will be offered . Colorado | 
ages 16-60 under participating 
non-participating ordinary life and life law Held 

A warning 
invaded by fa 


income plans. 
New England Life Creates thong 
Business Insurance School |iter the state 
An advanced home office busines}"2constitution 
life insurance training school has bee|#l funds paid 
established by New England Life. plans be held i. 
The course will be open only to fielf “Now, no cc 
management personnel and to expe! o protect the 
ienced agents and will eover se nd use of pre 
and servicing of all types of businey"*Y may de 
life insurance. aid W. Dan E 
In addition to home office exec} The suprem 
tives, agents from the field who har 
first hand knowledge of the practi 
application of life insurance to bus 
ness will be invited to serve as 
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Aid To Alcoholic Employes Yields 
Dramatic Success, Seminar Told 


nual institute on alcoholism at Syra- 
cuse, N. Y., co-sponsored by the On- 
ondaga County Committee on Alcohol- 
ism, an affiliate of the National Coun- 
cil on Alcoholism, and the Syracuse 
Community Chest agencies. 

“Over 60% of employes evaluated in 
Equitable’s employe health center and 
given aid have shown improvement,” 


Dr. Cloud said. “This rate compares 
favorably with that of any other pro- 
gram on alcoholism.” 

Equitable’s program, primarily for 
7,100 home office employes in New 
York City, was stepped up in early 
1959 after several years of increasing 
attention to the problem. It is based 
on firm support from top manage- 
ment, including the president and 
board of directors, and on group meet- 
ings for supervisors conducted by Dr. 
Cloud. 

Supervisors are alerted to the prob- 
lem’s magnitude—from one-half of 


Dramatic success in helping known 
alcoholic employes by means of an or- 
ganized program aimed at education 
and early detection was described by 
Dr. Luther A. Cloud, assistant direc- 
tor of Equitable Society’s employe 
health center, at a seminar on the 


problem drinker in industry. 
was part of 


The seminar the an- 
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Man. cannot advance without education. 


HERE'S 
ANOTHER REASON 
WHY 
AT KANSAS CITY LIFE 

THE AGENT 
IS £ 
KEY MAN a] 


Pd 


education of our agents is of prime importance. So it. is. that highly 


skilled teams from our field training division throughout the year 


2 i: scence 








set up training meetings at our general agencies. These two- 





or three-day sessions bring the latest information 






about the fascinating business of selling life insurance 
Armed with 


the information these sessions provide, the Kansas 






to both new and experienced agents. 






City Life agent finds himself better qualified 






to become a Key Man in his community. 
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turers for the course. 
Four sessions are scheduled for !* 





void, 


under the direetion of J. Sheldi enough th 
Caras, assistant director of field traitj00Ks, Memor: 
ing. Iness a year 

ff ordered the 
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probe |§44 Million Ordinary 
‘ary Business In Guardian 
Life’s October Drive 


and re. 

miployes, 
danger} Guardian Life’s field force submit- 
he ale. te more than $44 million of ordinary 
\f with. Jie business during the October sales 
campaign honoring Chairman James 
4 McLain. Total life insurance sub- 
missions exceeded the quota by more 
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a ps than 15% and A&S submissions totaling 
an er nearly $190,000 were 9% above quota. 


Fifty-three agencies exceeded their 
1 the life quotas, and were led by Kislak, 
, out ‘ Jersey City, 374.4% above quota; Blu- 
's a diz mencranz, Klepper & Wilkins, Flush- 
family ing, N. Y., 355.2%, and Gunter, Wheel- 
arm fe. 08 W. Va., 293.3%. 
visor i In life volume, eight agencies ex- 
n in a» ceded the $1 million mark, led by 
depart gpaulder, Warshall & Schnur and the 
“Isamons-Press agencies, both of New 

York. 

“= Forty-nine agencies exceeded their 

can’: | A&S quotas, and were led by Mountain 

Ip them | View, Cal., 401% above quota, and four 

on. Re.| sthers with over 200% of quota— 

nent by| Houseman, Los Angeles; Sones, Phila- 

ybserva- delphia; the district agency at Wichita, 
not on f and Souder, San Diego. 

Individual leader in life volume and 
lives was Michael S. Konner, Jersey 
City. Jack Hall Los Angeles, was sec- 
ond in life volume and Sidney M. Baer, 
Philadelphia, was third. In_ lives, 
James P. Poole, Atlanta, was runner up, 
flowed by Bernard Blumencranz and 
Joseph J. Klepper, district agents at 
Flushing, N. Y. 

William Wasserman, Mountain 
View, led in both A&S premiums and 
apps, With Thomas F. Elliot, San Fran- 
cisco, second in premiums and Melville 
N. Meyer, St. Paul, third. Arthur Heith, 
Brooklyn was second in apps, fol- 
lowed by Mr. Elliot. , 
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Premium Waiver Rider May 
> {Be Added To Mass. Mutual 


sidering Existing Juvenile Plans 


e from 
ard be-| The applicant’s waiver of premium 
fandardj agreement, previously available from 
100% off Massachusetts Mutual only at the is- 
sue date of juvenile policies, may now 
be obtained as a rider for attachment 
fo existing policies. 
The rider may be attached provided 
the basic policy is for a plan eligible 
for the agreement, there are at least 
five years’ premiums payable subse- 
quent to the date of attachment, and 
the insured is not over age 15. The 
applicant for the rider normally must 
be the applicant for the original pol- 
iey. 


m_ will 
ore im- 
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le. For 
tic who 
» past if 
but ni 
1. 
ve suf- 
a heart 
after 2 
yrmerly. 
fered | Colorado Burial Insurance 


é ™|Law Held, Unconstitutional 


and life 
A warning that Colorado may be 

invaded by fast-buck operators selling 
prepaid burial plans has been sounded 
by Denver Better Business Bureau 
after the state supreme court declared 
unconstitutional a law requiring that 
al funds paid into prearranged funeral 
Life. | Plans be held in trust. 
to fie] “Now, no controls exist in Colorado 
expe to protect the public from the specula- 
selling'Ve use of prearranged funeral funds 
susiney Mey may deposit with mortuaries,” 
sid W. Dan Bell, BBB manager. 
exe] The supreme court overruled a dis- 
10 hart trict court decision in the case of Me- 
ractia§orial Trusts Inc. vs Sam N. Beery 
0 bas amd declared that Commissioner 
as Ty’s regulations as based on the 

turial insurance statute are null and 
for 196 void. 
Sheliiq Although the law has been on the 
d trait’00ks, Memorial Trusts had been in 
ness a year before the commission- 
tt ordered the company to cease and 


ates 
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desist from selling funeral insurance 
when it didn’t hold policy payments 
in trust during the lifetime of the in- 
sured. When the company sued the 
commissioner, he was upheld by a dis- 
trict court. The next move will prob- 
ably be for the legislature to pass a 
new law. 

At issue in the case were 5,400 con- 
tracts involving $3 million. 


Inland Life of Chicago has moved 
to larger quarters in the Insurance Ex- 
change Building and is now in Room 
856. 


Forms For National 
Quality Award Appear 
In NALU Publication 


Forms A and B to be used in making 
application for the 1961 national qual- 
ity award may be found in the De- 
cember issue of Life Association News 
now being distributed. 

Producers who have changed their 
company affiliation during the past 
two years must also use NQA form C 
with the appropriate~form A or B 
when submitting their applications. 


Form C can be obtained on request 
from NALU headquarters, 1922 F 
Street, N. W., Washington 6, D. C. 
New Seattle Assn. Elects 

Russell Rhoads, New York Life, has 
been elected president of Seattle south 
branch of Seattle-King County Life 
Underwriters. Other officers of the 
newly organized association are Martin 
Buchanan, Prudential, vice-president, 
and William G. Johnston, Western 
Bankers Life, secretary-treasurer. Di- 
rectors are Leonard W. Edwards, Met- 
ropolitan, and Fred H. Maughan, Pru- 
dential. 








tAuthority: 
The National 
Underwriter. 
Based on 717 
Companies 
Reporting 


Report from Chicago... 





673,410,739 


58,654,521 





Group 
Coluinbion atl, Matec: es 
Industrial.........0...... ee 11, 


Since 1886 





658,193,838 
Roy coves eo sineae cones eeiaees 654,903,068 

. 646,979,435 
966 





Growth and progress . . . dramati- 
cally portrayed by The National 
Underwriter’s latest rankings of 


717companies— North American 
up 65 positions over the previous 
year! 


This is a typical North Ameri- 
can action story—a continued 
story. For instance: this year 
North American’s Ordinary life 
sales (exclusive of group or re- 
insurance) were up 250°, over 
the first four months of 1959. 

At North American Total- 
Quality* has been fused with 
modern professionally tested 
total-merchandising. Together 
they command the authority 
that wins sales for North Ameri- 
can fieldmen. 

Whatever the aim may be in 
life—or A&H sales—The North 
American’s positive performance 
spells success! 

*Total-Quality is the mark of 
distinguished products by North 
American since 1886. 


NORTH APA TRICAN COMPANY 


for LIFE, ACCIDENT AND HEALTH INSURANCE 


209 SOUTH LASALLE STREET - 


Operating in 48 states and District of Columbia 


CHICAGO 4 «- ILLINOIS 
Now over $700,000,000 in force 
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Double-Threat (Life, A&S) Underwriting 
An Asset To Employe And His Company 


How a knowledge of both A&S and 
life underwriting can mean better pay 
and faster promotion in this area, and 
how an underwriter trained in both 
fields can be a definite asset to an in- 
surance company, was explained by 
William C. Ingham, vice-president and 
director of underwriting of United 
Life & Accident, in an address at the 
annual meeting of Institute of Home 
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Office Underwriters in Washington, 
DOC. 

“A new man with a sound knowl- 
edge of the basic fundamentals of 
life insurance underwriting can learn 
the techniques of health insurance un- 
derwriting more rapidly than if he had 
no life insurance background—thus 
cutting down the time required for 


the training period,” Mr. Ingham said. 


“An underwriter capable of han- 
dling both life insurance and health 
insurance can do a better job because 
of the experience gained in both areas. 
He also benefits from the combined 
method by enjoying a more interesting 
position with the company. And, by 
being able to do both jobs, his value 
to the company is increased, resulting 
in a better-salaried position.” 

Mr. Ingham describes’ how his own 
company, whose undecwriters handle 
both life and health insurance, selects 
and trains these men. 

College graduates are preferred, al- 
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VIGGO E. JENSEN, left, Superintendent of Agencies, Central Division at Chicago, goes over N/W National's manual, Supervisory Aids 
Jor Management, with Ralph R. Winkel and Norman J.'Bezouska, Management Trainees working as Supervisors in the Central Division. 


USING 
SUPERVISORY 
AIDS 


At Northwestern National we believe that Field Management Train- 
ing should cover the everyday problems a manager faces in the field. 
For example, we show our Management Trainees how to make full 


use of our supervisory aids in such areas as market building, produc- 


tion analysis, work organization and financial planning. 

One of the basic duties of our six Divisional Superintendents of 
Agencies is the preparation of men for agency management. We al- 
ways have from 12 .to 18 men in our Management Training Program. 


N/W NATIONAL 


ife Insurance for Living 


National 
Lite 


NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY © MINNEAPOLIS, MINNESOTA 
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mper 
though a degree is not absolu‘el 
essary. The prospective underaiil al. Ac 
first handles life applications, working egisla 
with experienced underwriters, a, tti 
“clear” cases. ] Dra “* 

Next, emphasis is given to the p, dopte a 
dical aspects of underwriting. and tp, ir the 
underwriter-in-training is eventual - Dre 
permitted to process applications s4° “ stint 
small amounts which have been subi, rdin 
mitted on a medical basis. Stew ' 

“A new underwriter who is progres “ALU legi 
ing satisfactorily should be able 1 oughly 
underwrite life insurance application cry pr 
non-medical and medical, for amoung, 
up to $10,000, some time within one 
year,” Mr. Ingham said. 

At this point, the trainee is taugh 
to underwrite health insurance, 3 
recognizing the similarity between 4h, 
two types of underwriting the y 
man can grasp health insurance unde, 
writing more rapidly when he id; | 
taught that this is just a further SP vamsini 
finement of life insurance underwri} Under the 


~~ P vidual wou 
A&S An Extra Benefit second exa 


“We feel that the logical approaaf!™® Ye" 3! 
for the new man in handling a heaj!bationar: 
insurance application is to underwritd'¥° YC3"S | 
the health insurance as an extra benef diffien 
fit on a life insurance application, 44° would | 
ing the knowledge of the basic pm4‘°™¢: . 
cedures and fundamentals of life j,jinother Bill 
surance, plus a few more precauting Another | 
in certain areas,” Mr. Ingham ¢4aked by t 
plained. inate the pr 

The new man also learns the differ4e"t be se 
ences involved between life and healij°™pany Ww! 
underwriting, he said. Among ther} ss. Under 
are possible the recurrence of clain4¥uld be lic 
in health insurance, compared wiistill require 
the single death claim in life insyjf appointm 
ance; the need for more thorough charjr addition 
acter evaluation with health ingyj0usekeepin, 
ance, because the policy benefits argqsteamline d 
paid to the insured himself; and thg¢ations. 
need for greater consideration o§ Agents wi 
health, occupation, finances, habityissuance of ( 
morals and environment, when 4!0 all but d 
health insurance application is ingixcessive us 
volved. some compa 

Mr. Ingham said that the majgisnot in the 
functions of health insurance undejor the indus' 
writing and life insurance underwrijment check, 
ing are taught carefully to compang!60 certificat 
underwriters to show that even thougjo to pass | 
there are differences in underwritingpartment hi 
approaches and procedures, “the simgwould incr 
larity is sufficient so that we feel thegexaminations 
is no need to separate the two types qdiscontinuan 


ening in a 
Wifferences. 
duced. 

Following 
pialificat’on 
tiation Will 
of a “step 
ently, life | 















under writing.” Also inclu 
= define and 

Farmers New World Sets Plans |"ance. F: 

this form of 


Regional managers of Farmers Neq,,.._ 4: 
World Life met at the company’s hor Be pees 
office to formulate sales plans for 1%] wssfully pa 
The managers represent nine regio through a 
of the Farmers Insurance group opt mly to have 
ating in 26 states. In attendance wey, There 
Gordon Goetschel, Los Angeles; Wesislation Ww 


Hirst, Santa Ana; Jack Layng, Mercd Aes : 
Gerald Quillin, Portland; Dale Ded s™ ly Fir 
Aurora; Bill Wilson, Kansas City; Mmertioe Ou 

urora; 1 1ison, ansas Clty; meetings du 


Steward, Colorado Springs; Jim Brov),,;.).,: 

ne, Pocatello; and Spencer Gulled sant ca 
Austin. Meeting with them, besides t bil. The as: 
home office staff, were President already ian 
E. Ecke; Robert Early, vice-presiéé fought the 
in charge of production, and & attempting 


Lougheed, Santa Ana region gené ay attempts 

sales manager. trol “franchis 
— Also approv 

A.A.L. Grants To Youth Group [gents was 


Aid Association for Lutherans Mplatute.” Cali 


granted $1,000 to Lutheran Pionéihat allows 

church youth program, to purdi@etween insu: 
new printing equipment at the flasses. The z 
tional headquarters at Burlington, ™ amendec 


= nfair practic 

Manhattan Life has passed the {$f California 
billion mark in insurance in force ll was intro 
the end of 1950, the company 4 Another on 
$253,043,052 in force. ersion of th 
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cena al. Agents Draft 
, Worktrdegislative Wants 
‘ters, and Drafting of a legislative “package” 
jopted by California Assn. of Life 
> the m yderwriters has begun in anticipa- 
>» ANd thdin of the 1961 session of the state 
eventually pgislature, which will open its six- 
ations fog onth stint Jan. 2. 
been su} according to President Earle L. Pat- 
en, New England Life, Fresno, the 
Progresd-4LU legislation will be discussed 
© able tdoroughly with other segments of the 
Plications| dustry prior to the legislature’s con- 
r amounig ening in an attempt to work out any 
vithin Odjifferences before language is intro- 
: duced. 
1S taughf following a policy to increase agents’ 
‘ance. Bawalifications in the stats, the asso- 
tween th tiation Will attempt to secure passage 
the new.¢a ‘step licensing” procedure. Pres- 
ice UNderdntly, life agents are licensed imme- 
Nhe igjiately upon passage of an examina- 
irther ‘tion administered by the department. 
inderwrit Under the CALU proposal, the indi- 
vidual would be required to take a 
geond examination no earlier than 
ye year after receiving his first, or 
probationary, license, and no later than 
two years after. Passing the second, 








approac 
Sa heal 


ee et faore difficult, examination, the licen- 
e ees Tai . 
ation, ws °° would be issued a permanent li- 
asi cense. : 

c Dry other Bill Backed 
t i her licensing bill which will be 
recauting Another 'icensing big eg 


sham ¢x, packed by the association would elim- 
inate the present requirement that an 
he differ agent be separately licensed by each 
ind healtompany with which he places busi- 
ong  thenf 65S: Under CALU’s proposal, an agent 
of claing "ould be licensed only once, but would 
red wit till require the filing of certificates 
ife insur} appointment with the commissioner 
ugh charg or additional companies. Primarily a 
th insur housekeeping bill, the legislation would 
nefits agstteamline department and agency op- 
- and thg erations. 
ration of Agents will also attempt to end the 
s, habityisuance of Certificates of Convenience 
when g!0 all but debit and disability agents. 
n is ingixcessive use of these certificates by 
sme companies, the association feels, 
he majgisnot in the best interests of the public 
“e undergor the industry. According to a depart- 
nderwriyment check, one company had issued 
company !60 certificates, of whom only six went 
en thouggon to pass the examination. The de- 
lerwritiggpartment has, however, indicated it 
‘the simgwould increase the frequency of 
feel thegexaminations to compensate for the 
> types discontinuance of the certificate. 
Also included will be a measure to 
define and regulate “franchise” life 
insurance. Faced with growing use of 
this form of group insurance by or- 
ganizations of all kinds, CALU fought 
ahard battle in the 1959 session, suc- 
cessfully passing such legislation 
up ae through the assembly and the senate, 
neal only to have it vetoed by the gover- 
es: Co nor. There is hope that this year’s 
» Nt *islation will be sponsored by the 
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aj ssembly Finance and Insurance Com- 
City: _ mittee. Following interim committee 
~ rae meetings during the past year, the 
a sislative committee announced that 
osidest it would attempt to sponsor such a 
dent B bill. The association points out that 
| sceeady the insurance brokers who 
bs “fought the measure last session are 
- attempting to hire lobbyists to kill 
| any attempts by the legislature to con- 
tol “franchise” insurance. 

Also approved for sponsorship by the 
Oup jents was an “anti-discrimination 
rans | latute.” California is the only state 
Pione@at allows insurers to discriminate 





purc@etween insured of the same class or 
the Bflasses. The anti-discrimination clause 
ston, "Vas amended out of NAIC’s model 







nfair practices act at the insistance 
| the Sot California life companies when the 
force Pll was introduced. 

yany | Another omission in the California 
frsion of the act which CALU will 
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seek ‘to add is a paragraph prohibiting 
the issuance or delivery of stocks as 
an inducement to insurance. This sec- 
tion on “stock operations and advisory 
board contracts” has also been adopted 
by most states. 

Legislation prohibiting persons en- 
gaged in financing real or personal 
property from requiring borrowers to 
negotiate insurance covering such 
property through a particular insurer 
or person will also be undertaken b~ 
CALU. Such so-called “anti-coercion” 
legislation has been adopted in several 
other states recently. 
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FREE BOOKLET from MONY compares life insurance 
with stocks and bonds as an investment... reveals 


Membership In NALU 
Hits Record 80,000 


WASHINGTON, D. C.—Membership 
in NALU during the closing days of 
November set an all-time record of 
80,000. 

The high point in membership was 
achieved when the name of Richard 
E. Burcham, staff manager for Com- 
monwealth Life at Piqua, O., was re- 
corded by the NALU membership 
processing department. Mr. Burcham 
was first on an alphabetical listing of 
eight new members reported by the 


that life insurance can be superior in many cases 


In these inflationary times, do your clients sometimes ques- 


tion the investment possibilities of life insurance? Do they 
ask: ‘Should I buy term and invest the rest?’ 


MONY’s new booklet, ‘‘The Unique Investment Features of Life 
Insurance,”’ will help you answer these questions and others. 


The booklet compares the investment performance of life 
insurance as against stocks and bonds, and cites advantages 
that life insurance often has over any other kind of invest- 
ment. The booklet has created so much favorable comment 
that we are making it available to all life insurance people. 


If you’d like a free copy, MONY will send you one. 


Name 


MONY, Dept. NU-126 
Broadway at 55th Street, New York 19, N.Y. 


1} 


Miami Valley (Ohio) Life Underwrit- 
ers Assn. 

Membership in NALU on Dec. 31, 
1959, was 78,259. 


Reserve Life reports new issued and 
paid life insurance sales through Octo- 
ber exceeded sales for the correspond- 
ing period of 1959 by 43.7%; October 
1960 sales were up 68.8% over October 
of 1959. 


Manhattan Life has been 
in Hawaii. 





Please send me a free copy of: “The Unique 
Investment Features of Life Insurance.” 





City 


Address 





Zone. State. 
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Maowa 6- N Ew York 


The Mutvol Life insurance Company Of New York, New York NY 
Sales and service offices located throughout the United States and in Canada = 
For ite Accident & Sickness Group Insurance. Pension Plans, MONT TODAY MEANS MONEY TOMORENY + 
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Policyholder Sorry Now He Bought 
Term And Invested The Difference 


Not often has a policyholder who 
has taken advice to “buy term and 
invest the difference” the moral cour- 
age to publicly confess his error in 
judgment as has Karl Pundus of Roch- 
ester, N. Y. He writes: 


Let me tell you how term insurance 
brought me to deep grief. A friend of 





Sleep is often catch-as-catch-can for a lot 


mine, a customer’s man in a broker- 
age office, back in 1951 urged me not 
to take out permanent cash value life 
insurance. He emphasized that life in- 
surance companies invest their policy- 


holders’ money in bonds and mort- 
gages. 
Bonds and mortgages, he pointed 


out, pay only interest. Profits, he em- 


phasized, go to the common stockhold- 
ers. Why, he asked, be satisfied with 
mere interest for your savings when 
you can share in the big profits of 
industry? He advised me to take out 
term insurance and to invest my sav- 
ings in the blue chips. And so I took 
out term insurance. 


Bought United Fruit Stock 

The first stock I bought in 1951 was 
United Fruit. He said it was a blue 
chip of the blue chips. He told me 
United Fruit had paid dividends for 
years and years. I paid $70 a share. 








get a prospect’s full attention ™ A better- 





oi home office people at Minnesota Mutual. 
They're kept pretty busy out in the field, 
working with agent after agent in town after 
town, demonstrating how any man can be a 
success using our formula for selling life 
insurance, 

Here’s the formula: The right combina- 
tion of organized selling methods 
Thoroughly proven presentations aimed 
at selling life insurance to fit specific needs 
M Dramatic and convincing visual aids that 


paying incentive contract for agents, incor- 
porating an unusual combination of persis- 
tency fees for quality business. 


Shown how by a hard-working home office 
staff, an aggressive field force in 116 offices 
from coast to coast has put Minnesota Mutual 
in the top 4; in the industry. This zooming 
“Star of the North” now has over $2 billion 
of life insurance in force—the second billion 
written in less than five years! 


We Also Write Health Insurance, Non-Cancellable, Renewable to Age 65 


The Minnesota 


Insurance 






Mutual Life 
Company 


Victory Square-St. Paul, Minnesota 











December 16, 1969 Decembe! 


In 1955 I bought Montgomery Warg 
another blue chip. I paid $100 « shar 
for it. 

In March of 1956, the day befor 
Good Friday, the prominent brokerage 
house I dealt with wired all its numer. 
ous branches to tell their many thous. 
ands of customers to buy Pennsylvani, 
Railroad. The firm said Pennsylvani, 
Railroad was selling at a_ bargain. 
basement price, that it had a rogk. 
bottom book value of $108 a share 
so I bought Pennsylvania Railroad fo 
$28 a share. 


‘Bluest Of The Blue’ 


In July, 1957, I bought Standard Qj 
of New Jersey, the bluest of the bly 
chips—so I was told. $ 

A few weeks ago I was in financig} 
straits due to bad business and sick. 
ness. I had to sell all my stocks. Fo 
United Fruit, which I had bought a] . | 
$70, I got $17. Montgomery Ward, for occidental | 
which I paid $100, I sold for the gcretary an 
equivalent of $52. For Pennsylvania |iirector of | 
Railroad, which cost me $28, I got $11, /He transfer 
Standard Oil of New Jersey cost me |: brokerag 
$67.50 and I got less than $40 for jt, Jecame assi 

How I wish that I had been satisfieg | Norman E 
with the “mere interest” of cash value general ager 
life insurance, instead of the “big jven with S 
profits” that are supposed to accrue ty [hat was wit 
stockhelders! vditan Life. 


Occid 
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Ohio Blue Cross Plans Conti 
James M. 

Have Trouble Getting gional gro 
City. He wa 


Rate Increases Approved 


COLUMBUS, O.—Judge Holden of 
Franklin County common pleas court 
has ruled against a 28% rate increase 
sought by Hospital Care Corp. of Cip- 
cinnati (Blue Cross). Meanwhile, the 
Cleveland council of United Auto 
Workers has urged the Ohio depart 
ment not to grant a 27.4% raise to 
Blue Cross of Northeast Ohio. 

In his decision, Judge Holden ruled 
that Cincinnati Blue Cross was e- 
titled to the 19.5% increase that the 
Ohio department had previously ap- 
proved but that the 28% figure was } : 
“not lawful, fair, or reasonable.” The} ©alifornia 
case was an appeal by Blue Cros}%¥rin Los A 
after the department had _ rejected|' and Salt L 
the 28% request. The lower pe- Laurence | 
centage would mean a raise in rev-{%r at Detr 
enues of $7.5 million instead of the] Minneapo 
$10.3 million the plan hoped to obtain. there. He ha 

The auto workers union asked the tial 
department to dismiss the request for 
a two-year rate hike and replace this 
with a one-year increase, which would 
be limited to the amount consistent 
with current and anticipated use of 
hospital facilities. The UAW asked] 
that Blue Cross be instructed to put 
its house in order and live within it 
means. 








J. M. Wagst 





Uni 





Dividend Scale Boosted 9% 
By Home Life Of New York 


The directors of Home Life of New 
York have approved a 9% increase it 
the dividend scale for the first thre 


~ 


Joseph F. He: 
months of 1961 and expect to continu company at Ih 


it for the entire year. rinci 

The increase will be relatively larg sealed 
for older policies, but dividends i me 
early policy years, particularly unde 
plans issued in smaller amounts # 
younger ages, will be slightly reduced James T. I 
However, in most cases the 20-yerpM0ted to trai 
net annual outlay will be considerably ote. Pric 
improved. been an < 

Coupled with a larger volume of it" Was promo: 
surance in force, the proposed nef 
scale will result in about a 15% 1 Genera 
in dividends. The dividend distri] Arthur Go] 
tion on ordinary policies will be so™general agent 
$7.3 millon. Comes the thi 
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He joins Occident- 
al after nearly 
three years with 
Massachusetts Mu- 
tual Life as staff 
supervisor in Co- 
lumbus. 

Donald R. Davis 
has been appointed 
manager at Jack- 
sonville. He joined 
Qecidental in 1955 as assistant agency 
gcretary and was promoted to assistant 
jirector of brokerage sales a year later. 
He transferred to Pomona; Cal., branch 
as brokerage Manager in 1959 and later 
ecame assistant manager there. 

Norman E. Hood has been appointed 
gneral agent at Carterville, Ill. He has 
yen with State Life there and before 
that was With Franklin Life and Metro- 
politan Life. 





‘ 





rR. O. Purcifull 


Continental Assurance 
James M. Wagstaff has been named 
regional group manager at Salt Lake 
City. He was formerly with Occidental 





Laurence A. Burk 


J. M. Wagstaff 


of California as assistant regional man- 
ager in Los Angeles, Richmond, Virgin- 
ia, and Salt Lake City. 

Laurence A. Burk, assistant man- 
ager at Detroit, has been transferred 
to Minneapolis-St. Paul as manager 
there. He has also been with Pruden- 
tial, 


United States Life 

The Shelbar 
agency in Boston 
has been appointed 
general agent with 
Joseph F. Henn, 
vice-president of 
of the agency, 
serving as life 
manager. He was 
formerly broker- 
age manager of 
Connecticut Gen- 
eral Life at Boston 
and before that 
was with the same 
‘ompany at Indianapolis. Other agency 
principals are John Sullivan, president, 
and Catherine A. Flynn, vice-president. 





Joseph F. Henn 


Prudential 





educed. 
20-year 
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James T. Kelly Jr., has been pro- 
Moted to training consultant at Min- 
heapolis. Prior to his promotion, he 
had been an agent at St. Paul. In 1955 
he was promoted to staff manager. 


General American Life 
Arthur Goldberg has been named 


ye soméigeneral agent at Pittsburgh. He be- 
fomes the third to establish his own 
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Changes In The Field 


sales organization there under a mul- 
tiple agency system operated by the 
company in large metropolitan areas. 


Kansas City Life 
Robert W. Ver- 
hille has been 
named general 
agent for 41 coun- 
ties in eastern 
Iowa at Iowa City. 
He takes over the 
agency of which 
his father was gen- 
eral agent from 
1949 until his death 
in October of this 
year. The new gen- 
eral agent has been 
with Kansas City 
Life since 1955. 


R. W. Verhille 


New England Life 
R. E. Leary, district group repre- 


WALTER CRONKITE 


REPORTING 


HISTORY BEFORE IT 
HAPPENS-THAT’S THE 
BIG, EXCITING THEME 
OF “THE TWENTIETH 
CENTURY"@®@@@@@ 




















Anywhere-in-the-world, from your own 
back yard to Bombay... from beneath the 
sea to beyond the sky—that’s where ‘‘The 
Twentieth Century” takes you each Sunday 
—as The Prudential brings you such fasci- 
nating, entertaining new programs as: 

SUB - KILLERS —You’re aboard the U.S. 
Submarine that sets out to “destroy’’ an 
American carrier in an exciting account of 
the new underwater warfare. First-hand 
report on how the U.S. plans to combat 
nuclear submarines. 

THE VIOLENT WORLD OF SAM HUFF— 
Sam Huff, the big man of the N.Y. Giants, 
wired for sound to give you the big story of 
Pro-Football today. The age of specialization 
in football, as seen through the eyes of 
Sam Huff. 

TROUBLED PARADISE — Sweden has the 
highest standard of living in Europe. 
Poverty, hardship and unemployment are 
unheard of but the suicide rate is the highest 
in the world. See the provocative story of 
Sweden — country of contrasts. 

CITY UNDER THE ICE— nerve center for 
our missile warning activities. Go with U.S. 
Army Engineers to Camp Century —the city 
under the ice in Greenland —the city that 
may teach men how to live on the moon. 
Don’t miss these and other significant, dra- 
matic stories of the Twentieth Century — 
TRAFFIC JAM UPSTAIRS, THE WHITE HOUSE 
STORY, FRANCE’S ANGRY YOUNG MEN, THE 
COLLEGE PANIC. see Prudential’s Emmy 
Award winning series Sunday evenings on 
CBS- TV. 


THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 

















sentative at Boston, and R. N. Ham- 
mond, who has been with the Kansas 
City district group office, have been 
promoted to assistant district group 
managers at Boston. 


Travelers 


Herschel I. Ri- 
ley, manager at 
Chicago, has been 
appointed manag- 
er, life, A&H, at 
South Bend. He 
has been assistant 
manager at Chi- 
cago and before 
that at South Bend. 


Herschel |. Riley 


Equitable Of lowa 

A testimonial dinner has been held 
for Charles D. Minor, general agent 
at Morgantown, W. Va., who is re- 
tiring after 37 years, effective Dec. 31. 
He received an illuminated scroll from 
Superintendent of Agencies Wilson L. 
Forker. The Minor agency will be con- 
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solidated with the Brownlee agency 
of Pittsburgh. 


Hartford Life 


R. G. Bruce has been appointed 
regional director of sales with head- 
quarters at San Francisco. He was 
with Travelers at Los Angeles and at 
Fresno aS manager. He is a _ past 
president of Central California Life 
Underwriters Assn. 

L. I. Tompkins has been appointed 
manager at the new Newark office. 
He was brokerage manager at Newark 
and agency instructor and assistant 
manager at Brooklyn for New York 
Life. Before that he was with Lincoln 
National Life at Montclair, N. J. He is 
a CLU. 

G. D. Stewart has been appointed 
manager at Cleveland where he has 
been with Connecticut General Life 
and Aetna Life. 

The duties of Edwin R. Knox and 
M. L. Slaven, district group super- 
visors at Boston, have been expanded 
and they will now serve agents re- 
porting to the new group office located 
in the home office. Mr. Knox, who has 
been supervisor of service activity for 
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the New England group office at Bos- 
ton, was with John Hancock before 
joining Columbian National Life, the 
former corporate title of Hartford Life. 
Mr. Slaven, before joining Hartford 
Life, was with Sun Life of Canada as 
a group service, group sales and dis- 
trict group representative at Boston. 


AMERICAN HEALTH of Baltimore 
—Appointed to the new branch office 
at Baltimore are the following: Joseph 
E. Blair Jr., agency supervisor at the 
home office, who has been named su- 
pervisor of branch office operations; 


HieNATIONAL UNDERWRITER 


Darrell O. Smith, who has been ap- 
pointed director of special programs 
and was formerly with Central Stan- 
dard in Chicago; George J. Bereska, 
claims adjuster in the home office, 
who has been named special repre- 
sentative; and Charles V. Dunmire Jr., 
field service supervisor in the home 
office, who has been appointed service 
office manager. 





Republic National Life has been li- 
censed in New Hampshire and now is 
admitted in 44 states. 


Home Office Changes 


Aetna Life 


R. J. McNamara, assistant actuary 
in the group annuity department, has 
been promoted to associate actuary. He 
is a fellow of Society of Actuaries. 

G. H. Dimock, R. A. McCombs and 
R. C. Palmer, superintendents in the 
group division, have been promoted to 
assistant secretaries. 





INSURANCE 
»»- big bad wolf 
to the Ordinary agent? 


Who’s afraid of group insurance and its reported voracious devouring of the 


GROUP 


market of Ordinary agents? 


Many Ordinary agents, apparently. 


They view with alarm group maxima set without apparent regard to salary 
levels... the haphazard lumping together of persons into groups that aren’t 
really groups—the pyramiding of group on group to reach unrealistic limits. 


Agents of General American Life have no cause for such alarm...at least 
not as far as their own company is concerned. General American was a 
pioneer in the group field and today is among the leading, progressive group 
writers. Our current schedules of group life bear a definite and reasonable 
relation to earnings, consistent with the fundamental purposes of group 


insurance. 


General American Life’s leading agent of 1959 sold a substantial part of his 
ordinary business on the idea of “matching” group with permanent life 
insurance. Under his persuasive guidance, group became a _ profitable 


“launching pad” for building up individual coverage. 


Group insurance a big, bad wolf to the Ordinary agent? No. Instead, a big 
help—a big sales opportunity—in companies such as General American 
—writing it with conscience and in the best interests of all those affected. 
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General American Life 
Walter R. Miller has joined the 
agency division with initial respongj. 
bilities for recruiting and training jp 
the company’s St. Louis agencies, Hp 
was with General American as a groy 
representative from 1949 until earlie; 
this year, and rejoins the company 
after group experience elsewhere. 


Inland Life, Chicago 
Albert B. Peterson has been nameq 
brokerage sales director, and Freder. 
ick D. Wahl secretary-controller, My 
Peterson was most recently genera 
agencies superintendent for Republic 
National Life; Mr. Wahl has had ae. 
counting, office management and fj. 
nancial planning experience. 


BENEFICIAL STANDARD LIFE 
Edward J. Falls, former administrative 
vice-president of Pacific Fidelity Life 
has been named administrative assist. 
ant to the president. 


NORTH CENTRAL LIFE—Leonarj 
T. Heinen, formerly assistant to the 
president, has been named controller. 
and Richard L. Gray, formerly in char. 
ge of life underwriting, replaces him, 


OLD AMERICAN of Kansas City has 
appointed Kenneth L. Hobbs, senior 
consultant in the company relations 
division of LIAMA, agencies operation 
manager. 


TEXAS RESERVE LIFE—Roy DP, 
Tofte, formerly of Republic National 
Life and an actuary for the Kansas 
department, has been named secre- 
tary and actuary. 


FUNDED SECURITY LIFE of Chi- 
cago has appointed Werner L. Scofield 
resident vice-president. He was with 
Investors Diversified Service. 


SURETY LIFE of Salt Lake City 
has promoted Richard G. Horn to vice- 
president and actuary. 





Osler Stresses Need 
For Selling Prospect 


Disability Insurance 

Failure to insure a prospect against 
the possibility of loss of income by 
reason of disability as well as death 
is a breach of service “and a violation 
of the spirit of the code of NALU and 
the oath of CLU,” Robert W. Osler, 
president Underwriters National As- 
surance, Indianapolis, charged before 
Bloomington (Ind.) Life Underwriters 
Assn. at its December meeting. 

“If a pledge to do everything p0s- 
sible for the client has any meaning, 
then it means insuring him for dis- 
ability, too,” Mr. Osler declared. “The 
economic problem he faces is not death 
or old age; it’s loss of income. Such 4 
loss can come as surely and produce 4 
drastic results from disability as cal 
the other two perils against which 
conscientious life agents so carefully 
insure clients.” 

Wherever there is a need for re 
placement income, there is a need for 
health insurance, according to M: 
Osler. “Except in the case of retife 
ment income, any sales talk for life 
insurance becomes a sales talk fo 
health insurance as well by the simple 
addition of two words: ‘or disability’ 


American Family Life of Madis0, 
Wis., enjoyed its best month in Octobe 
when huriness amounted to $6,171,8% 
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(CONTINUED FROM PAGE 2) 

It is about the size of an 8% x 11 inch 
notebook and weighs only five pounds. 
farlier it was planned to have a larger 
machine that would sit on the counter 
inside the gas station, but the Mobil 
company liaison people pointed out 
that about 83% of motorists don’t get 
gut of their cars when they stop for 
gasoline. So at a cost of several thou- 
nd dollars, the first model was 
scrapped and a new one developed. 

Having a machine small enough to 
be handed to anyone sitting in the car 
means that any buyer, no matter how 
jl he may be, can buy insurance if he 
isin good enough shape to be brought 
to the gas station. In fact, Mr. Cun- 
ningham expects that a large percent- 
age of buyers will be persons who are 
unable to buy life insurance in the 
ysual ways because of their physical 
condition. 

Appeals To Healthy, Too 


It’s also expected that the extra 
hazards anyone faces on an auto trip 
will cause many perfectly healthy mo- 
torists to buy some temporary extra 
coverage. Special hazards may increase 
the sales appeal still further: For ex- 
ample, during the fall hunting season 
sportsmen were found to be buying the 
insurance as they started on safari. 

The possibilities of anti-selection on 
the part of those virtually at death’s 
door may at first glance seem to make 
the plan impossible to operate profit- 
ably. However, Mr. Cunningham be- 
leves the safeguards are ample. For 
one thing, the buyer has to go to the 
gas station or store where the machine 
is located. True, the device is so port- 
able that it could be taken to a dying 
man in his home or a hospital, but it 
would not be too difficult to prove that 
he had not gone to the sales outlet as 
required by the policy terms and hence 
the company would have no trouble 
denying liability. 

At the same time, Mr. Cunningham 
explained, the insurer does not want 
to deny claims, even on the unhealth- 
iest cases that can be brought to a 
sales point. The rates are computed to 
alow for a substantial measure of 
anti-selection, and the amount of cov- 
erage that can be bought is limited. 
The maximum that can be bought in 
any one week under this plan is $2,- 
000. Moreover, without regard to the 
amount limit, not more than four pol- 
ities of this type may be in force in 
any one week. 

For example, at age 15 the premium 
of 25 cents buys $785 of insurance and 
hence only two policies may be in 
force during any one week, since a 
third policy would boost the coverage 
over the $2,000 limit. On the other 
hand, at age 50, the 25-cent premium 
buys $255 of insurance but the four- 
Policy limit prevents the buyer from 
having more than $1,020 of coverage. 


More For Accidental Death 


Each policy has an accidental death 
benefit. In lieu of the regular death 
benefit this pays four times the amount 
isured under the policy if it can be 
proved that death resulted directly 
from accidental bodily injury, but in 
no event will more than $5,000 be paid 
under the terms of this provision. 
There are two limiting conditions to 
the ADB provision: No accidental 
death benefit is payable unless death 
curs within 90 days of the date of 
Injury, and no such benefit is payable 
if the injury or death results from 
suicide or attempt thereat or from war 
oF any act of war. 

While coverage is nominally for a 
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gas Station Insurance Sold Via Agents 


week, it is usually somewhat more 
than that, possibly as much as an 
extra day. Coverage runs from the 
moment the buyer signs the policy until 
the end of a period running seven days 
from midnight of the day of sale. 


Quinquennial Rates Given 


Amounts of coverage range from 
$785 at age 15 and under, down to $35 
at age 75 and above. The policy spe- 
cifies the amount of coverage for each 
age. At five-year intervals they are 
age 20, $735; 25, $680; 30, $590; 35, 
$495; 40, $445; 45, $365; 50, $255; 55, 
$180; 60, $130; 65, $85; 70, $60. 

The sales outlet pays $150 for a 
franchise that is good forever unless 
the franchise-holder violates one of 
the contract conditions. One require- 
ment is that an average of at least 
five policies a day will be sold. World 
Land Corp.’s agreement with the in- 
surance agency having the state fran- 
chise provides that at least $5 a month 
rent must be paid to each sales outlet. 

Machines are placed on a five-month 
trial basis but only the last three 


months are used in determining wheth- 
er the outlet is meeting the five-sale- 
a-day minimum. If it is not, it is given 
another three months, and if it still 
can’t sell five a day the franchise is 
terminated. However, it has had eight 
months’ rent and will get back $100 
of its $150 franchise fee as soon as the 
machine is placed in another sales out- 
let in the neighborhood. assuming an- 
other such location is found for the 
machine, the gas station is out only 
$10 in all. 

American Empire of Austin is the 
insurer for Texas and the six other 
states in which it operates. In other 
states, wherever the laws permit, the 
coverage will be written in World Life 
Assurance Society, now in process of 
organization in Denver by World Land 
Corp. The latter is a holding company 
for real estate, including timber lands 
in Tennessee and oil wells in Texas. 


Cunningham Ex-Prudential Executive 


Mr. Cunningham, who will be pres- 
ident of the new life company in addi- 
tion to continuing as president of World 
Land, has had many years’ experience 
in life insurance. He was _ assistant 
secretary in charge of 11 divisions un- 


15 
der the actuarial ;vice-president at 
Prudential when he left to go into 


estate planning work with the late 
Paul Sanborn at New York. Later he 
was a consultant on electronic data 
processing, and was assistant to the 
president of Life & Casualty, where he 
supervised installation of a Univac I, 
before moving to the west. 

J. Owen Stalson, author of a stand- 
ard work on life company manage- 
ment, who conducts the School of In- 
surance Administration at Greenwich, 
Conn., and with whose former man- 
agement firm Mr. Cunningham was a 
consultant, is vice-president and a di- 
rector of World Land Corp. 


Equitable 196] Dividends 
Will Total $98.7 Million 


Equitable Society anticipates paying 
$98.7 million in 1961 dividends to hold- 
ers of individual and annuity contracts. 
It will be the largest allocation in the 
company’s history and $8 million more 
than the 1960 payment. 

More than one-half of the rise stems 
from a net increase in the scale of 
dividends, the remainder, the result of 
increased insurance in force. 






















Flexible-Age 


Retirement 


With LNL’s 


its fieldmen. 


The 


flexible-age retirement 


plan, the policyholder does not set the 
maturity date when buying the policy; 
he can wait until the date arrives be- 
fore making his choice. Naturally, cli- 
ents like this feature and LNL agents 


like to present it. 


Lincoln National’s flexible-age retire- 
ment plan is another reason for our 
proud claim that LENE is geared to help 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 


Its Name Indicates Its Character 
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Schriver To Retire From Present Post On Dec. 31, 1961 


(CONTINUED FROM PAGE 1) 
pointment was officially disclosed by 
NALU until this week. 

The committee is headed by Frank 

McNamara, Old Line Life, Wau- 
kesha, Wis., a trustee of NALU. It has 
already been interviewing candidates 
with a view to submitting recommen- 
dations to the NALU board of trustees 
at the 1961 midyear meeting in Fort 
Lauderdale, Fla., April 16-20. 

In connection with his retirement, 


G. 


Mr. Schriver said: 

“Seven years ago I set a few goals, 
which have been partially realized and 
which I believe can be fully consum- 
mated in the near future. The follow- 
ing are a few of the goals which I felt 
were imperative: The completion of 
our own headquarters’ building. A 
good solid membership of 100,000 com- 
petent life insurance salesmen. A staff 
second to none in the national organi- 
zation field. A standing in the industry 


that would command the respect of 
every segment of our business and the 
community in general. And, above all, 
a measure of service to our members 
unsurpassed by any similar organiza- 
tion. All of these goals have been ac- 
complished or in sight. 


Years Have Been Rewarding 


“All in all, it has been a rewarding 
seven years for me, and I hope that 
historians will record it as a period of 
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solid growth in the annals of the as. 
sociation. Now that it would appeg 
that the show is on the road, it woul 
seem to be an appropriate time for me 
to consider retiring from the exceed. 
ingly strenuous pace which seems ty 
be required of the active managing 
officer of NALU. 

“With the close of the Denver cop. 
vention next year I shall have com. 
pleted eight full years of service. | 
believe that is a longer term of service 
than any of my predecessors. There. 
fore, Dec. 31, 1961, would seem to bp 
an appropriate time for me to sy. 
render my commission.” 

In addition to Chairman McNamara 
the selection committee is made up of 
Albert C. Adams, John Hancock, Phij. 
adelphia, a past president of NALY: 
John C. Donohue, Penn Mutual, Bal. 
timore, a former NALU trustee; Rob. 
ert W. Frye, Northwestern Mutual 
Life, Denver, a trustee of NALU, ang 
Philip A. Hoche, Kansas City Life 
Orlando, Fia., chairman of the NALY 
membership committee. 


Past President Of NALU 


Mr. Schriver is a past president of 
NALU. He entered the life insurance 
business in 1924 with Aetna Life asa 
field man, becoming director of edy. 
cation, assistant and later divisional 
superintendent of agencies and, jp 
1929, general agent at Peoria with su- 
pervision over 78 counties in central 
and southern Illinois. He continued in 
that post until going with NALU a; 
managing director in 1953. 

Mr. Schriver is a trustee of Illinois 
State Teachers College, Lincoln Me. 
morial University and MacMurray Col- 
lege. In addition to NALU, he has been 
head of Peoria Advertising & Selling 
Club, Peoria Community Fund, Middle. 
town (Conn.) Chamber of Commerce 
and Peoria County War Loan Commit- 
tee. He is a former member of the 
Connecticut legislature, the Peoria and 
Middletown city councils. 


Won Russell Award In 1958 


The 1958 recipient of the NALU 
John Newton Russell award for serv- 
ice to the institution of life insurance 
above and beyond the call of duty, Mr. 
Schriver has also received these hon- 
ors: doctor of laws and diploma of 
honor, Lincoln Memorial University; 
doctor of humanities, MacMurray Col- 
lege; the 1958 George Arents pioneer 
medal and scroll of Syracuse Univer- 
sity for “excellence in insurance”; 
Lincoln speaker at the Lincoln Memori- 
al, Washington, for the annual Wash- 
ington Pilgrimage, 1956; Freedoms 
Foundation awards for two editorials 
and a public address. 

Mr. Schriver is the author of a mon- 
ograph for the New York University 
Hall of Fame on Abraham Lincoln; 
“As One Man Thinks; “Thirty Years 
on the Firing Line,” and many other 
books, brochures, articles, as well as 
columns in Life Association News. 

Rex Beasley, vice-president and 
home office operations coordinator of 
Republic National Life and son of the 
president, T. P. Beasley, received his 
15th anniversary award at the com- 
pany’s monthly meeting. 
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Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
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NIA Issues Statement 
On Domestic L.&A. Sale 
fo Kentucky Central 


The sale of Domestic Life & Acci- 


dent of Louisville, a 40-year old com- 


any owned and operated by Negroes, 


to Kentucky Central Life & Accident 
of Anchorage, Ky., whose president is 
Garvice D. Kincaid, caused a good deal 
of comment among member companies 
of National Insurance Assn., composed 
of life companies operated by Negroes. 
This was especially so since it was 
well known that a number of the 
Negro companies had been negotiat- 
ing for some time to acquire Domestic 
L&A. Some of the offers of Negro 
companies exceeded the eventual sale 
price. 


National Insurance Assn. has issued 


the following statement as to its offi- 
cial position in the matter: 


“Like other Negro business men, the 


officers of the 52 member companies of 
National Insurance Assn. feel that we 
must not be chauvinistic in our atti- 
tude, expecting support and patronage 
simply on the basis of race. However, 
we are mindful of the fact that until 
fairly recent times, in many sections of 
the country, these NIA companies pro- 
vided the only means of protection 
through insurance, the only source for 
much-needed mortgage funds; and the 
only worthwhile or promising job op- 
portunities in certain categories for 
Negroes. In the light of these facts, 
the transfer of control of the Domestic 
Life & Accident of Louisville from 
Negro ownership cannot be assessed 
simply in terms of the loss of $7 
million in capital accumulation, but in 
the more significant loss of these other 
direct and corollary benefits accruing 
to the Negro community. Although we 


—_ 
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are naturally concerned that Domestic 
L.&A.’s management allegedly de- 
clined offers made by our Negro-owned 
companies which met and in some 
instances exceeded the accepted offer, 
we are aware that a transaction be- 
tween a willing seller and a willing 
buyer in a free market needs no further 
sanction. Nevertheless, we are pain- 
fully mindful that ever-rising taxes 
coupled with increasing operational 
costs make it virtually impossible to 
duplicate this $7 million prestige sym- 
bol in the near future. But, we can 
take pride in the remaining 51 life 
insurance companies with more than a 
quarter billion dollars in assets still in 
the control of Negro hands to render 
much needed services.” 


Suit Is Filed 


A minority stockholder of Domestic 
Life & Accident has brought suit in 
circuit court of Louisville seeking to 
upset the sale of the company to Ken- 
tucky Central Life & Accident. 

Harry S. McAlpin, holding 1,112 
shares of Domestic L.&A. stock, as 
trustee of the estate of the late Clar- 
ence Young, asked the court to dis- 
miss a petition requiring him to deliver 
the shares to Kentucky Central. 

Mr. McAlpin claims the stock is 
worth more than the $115 a share of- 
fered, and that the 13 directors of Do- 
mestic L.&A. entered into a contract 
to sell prior to the approval on the 
part of stockholders, in violation of 
their fiduciary obligation to stockhold- 
ers and in violation of law. 

Under terms of purchase, at least 
12,000 shares of 23,652 outstanding 
must be deposited by Jan. 31. 


Fred R. Sale, St. Louis, led General 
American agents in individual life 
sales during October. 








REINSURANCE 





or of 
f the 
1 his 
com- 








XUM 





Increasing demands for pro- 
tection and service have been 
fully met by A & S under- 
writers, who have found that 


R>insurance is the best device 
yet invented to add the re- 
quired scope, capacity and 
security to meet the growing 
market. 


Employers Re provides com- 
plete service in 


A &S LINES 


EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


NEW YORK 
107 William St. 


CHICAGO 
175 W. Jackson 


SAN FRANCISCO 
100 Bush St. 


Mortgage Redemption Rider 
Introduced By Life Of Va. 


Life of Virginia has introduced a 
mortgage redemption rider designed to 
cover the outstanding balance of a 
6% mortgage, which is being amortized 
by level monthly payments. 

A provision of the rider permits 
conversion to a whole life policy at any 
time before the policy anniversary 
nearest the insured’s 65th birthday. 
This policy would be equal to the 
amount in effect under the rider on the 
policy anniversary coincident with, or 
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Sioux Falls Agents 


Hold Sales Congress 

Sioux Falls, (S. D.) Life Under- 
writers Assn. held a one-day sales 
congress and drew an attendance of 
150. Guest speakers . included Carl 
Ernst, health insurance director North 
American Life & Casualty; Ray Gil- 
breath, Omaha manager for New York 
Life, and William Bacon, agencies 
superintendent John Hancock. 





next following date to which premiums 
have been paid. 








“Hal, when you 
chose our 
reinsurer, .. 

you were on 
the soundest 
medical ground 


6 

Wer. I’ve been hearing good things 
about North American Reassurance from 
the rest of the staff, but I’m specially in- 
terested in your ‘medical’ opinion, Bill.” 

“Just take this Rating Manual they gave 
us. The most complete, authoritative life 
manual I've seen... like having the best 
informed GP at your side.” 

“Glad to hear it. Each of their ceding 
companies gets one, and | understand 
North American Re does a bang-up job of 
keeping the manual updated. Anything 
else impress you?” 

“Yes—their medical underwriting capa- 
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bility is not only broad, but deep. After all, 
assessing unusual or combination risks is 
the toughest part of medical underwriting. 
Their staff and consultants are helpful to 
us because they're exposed to so many 
and varied substandard risks. For example, 
look at these papers published by North 
American Reassurance. They really know 
heart disease from the standpoint of 
insurability.” ; 
“| see what you mean. You know, | 
think their reinsurance services are what 
they are partly because that’s the only 
business they're in... and | like that. By 
the way, |’d like to borrow these cardio- 
vascular and coronary papers to read.” 


“O.K.—but | want them back 
for our medical fibrary 
soon as you're done.” 


Right. These four papers. written in whole or in part 

by Dr. Harry E. Ungerleider, Consulting Medica/ 

Director of North American Reassurance Company, 

should be in the medical library of every life company. 

@ Insurability in Cardiovascular Disease 

© Newer Horizons in Medical Underwriting 

e Long-Term Prognosis and Insurability in Coronary Heart Disease 
e Life Expectancy and Insurability in Heart Disease 


Would you like a copy of each? Simply address: 


NORTH AMERICAN 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago 1, III. 
1509 Main Street. Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif, 


Reinsurance Exclusively 
ACCIDENT & SICKNESS 


GROUP 
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FieNATIONAL UNDERWRITER 


Tells Success Of Alcoholic Employe Aid 


(CONTINUED FROM PAGE 8) 
out that it usually takes five years or 
more to set up a really effective pro- 
gram. 

“It takes that long to get the con- 
fidence of supervisors and employes,” 
he said. “We eventually hope to ex- 
pand our program to provide assis- 
tance to other groups seeking infor- 
mation and guidance, such as our 
thousands of group insurance clients.” 

The problem is not solely Equita- 


ble’s or the insurance industry’s, Dr. 
Cloud emphasized. He estimated that 
two million employes are annually 
costing American business and indus- 
try millions of dollars in lost time, de- 
creased efficiency, accidents, sick ben- 
efits and loss of trained personnel. 

“It’s high time, in fact,” Dr. Cloud 
told the institute, “that industry be- 
gan spending more on research and 
company programs to help alcoholics. 
If they will, they’ll spend a lot less on 


taxes to help pay for more hospitals.” 

The opportunities for education and 
rehabilitation on alcoholism are much 
greater within the framework of in- 
dustry, Dr. Cloud said, because strick- 
en employes often have a_ stable 
background in everything except 
drinking. They usually have stayed 
married to one spouse, are raising 
families, go to church and are re- 
spected in their community and jobs. 

“The key to successful treatment of 
alcoholics is motivation,” he said. “A 
person drinks to excess because he 








A Symbol of Service... 





Provident’s New Home Office 


A series of Open House events the week 
marked the dedication 
of our new Home Office. Appropriately, 
the sales force was first to see the new 
structure. A special preview of the new 
building was held several weeks ago for 


of December 5 


the field organization. 


Office. 


ance business. 
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LIFE AND ACCIDENT 
CHATTANOOGA 


We invite you to see our new Home 
A cordial welcome awaits you 
whenever you are in Chattanooga. Stop 
by and meet our 
some of the nicest people in the insur- 


INSURANCE COMPANY 


Home Office staff— 
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gets something out of it. Until he cay 
find something to substitute for jt 
which he’s pretty sure will work, he’s 
not apt to stop drinking. 

“In industry we have some built. 
in motivations which give us a hea 
start, such as the job he needs, the 
family and community respect he 
wants to keep. But you just can’t say 
to an alcoholic, ‘You drink too much 
and we’ll have to fire you if you don 
stop.’ You must help him find a sub. 
stitute fer it.” 

What resources are used by Equi- 
table to help the problem drinker 
once he is referred to the medica] 
department? Every one possible, ip. 
cluding voluntary organizations like 
Alcoholics Anonymous, church groups, 
clinics and hospitals and _ private 
physicians and psychiatrists, as wel] 
as the help given in the employe 
health center itself. 

Company Pays For Diagnosis 

Besides this help Equitable usually 
pays for initial outside examination 
and determination of therapeutic 
needs. 

Underscoring Equitable’s interest jp 
the problem is the fact that its chief 
medical director, Dr. Norvin C. Kie. 
fer, and Senior Vice-president Mel- 
ville P. Dickenson are directors of the 
National Council on Alcoholism. Mr, 
Dickenson also is_ public relations 
chairman of the council and heads its 
1960 fund drive, 

The problem is particularly acute in 
industry, Dr. Cloud said, because it js 
more likely to develop in middle age 
or later, and is found most often 
among veteran employes in whom 
companies have a greater investment 
and for whom they feel a greater re- 
sponsibility. He said Equitable’s ex. 
perience also confirms studies which 
have shown that alcoholism is no re. 
specter of its victims’ status—physical, 
vocational, social, economic, intellectu- 
al or any other. 

“Of equal importance in our work,” 
Dr. Cloud said, “have been the corol- 
lary results. Our sessions with super- 
visors have increased their alertness 
to changes in all forms of personality 
and work performance patterns. Thus 
employes are being referred to us 
with other emotional problems of 
varying types and degrees, not just 
alcoholism. These also have been 
directed to some form of therapy, and 
work with mental health problems has 
become another important part of our 
program.” 


Equitable Of lowa 
Increases Limits 
Of Income Disability 


Equitable of Iowa reports an increase 
in income disability limits effective 
Nov. 1. 

The amount of the benefit available 
at insurance ages 21 to 50 has been 
increased to $400 monthly income with 
an aggregate monthly income limit in 
all companies of $800. Disability bene- 
fits will be available if the total 
amount in force, pending and applied 
for in all companies does not exceed 
$16,000 annually or 50% of the appli- 
cant’s earned income, whichever is less. 
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BELIEVE ME... 
You Need All 


~ THREE 





Mr. Agency 


Builder: 


You should be making all 
those commission dollars that 
go with selling complete cov- 
erage to your clients: 


1. Life—Par 


and Non-Par 


2. A&S and 
Hospitalization 


3. Group Life 
and Group A & S$ 


i AND, BELIEVE ME, 
_ YOU NEED ALL THREE 
A & S COVERAGES: 


1. Non-Cancellable 
2. Guaranteed Renewable 


3. Renewable-at- 
option-of-Company 


AND THEN ADD 
THESE THREE ... 


1) Top-Commission 
Agent's Contract; 


2) Well-balanced 
General Agent's 
Contract providing 
liberal overwriting, 
liberal expense 
allowance, and higher 
life-time compensation 
in service fees; 


3) New Induction 
Program—completely 
flexible for new agents, 
established producers, 
and brokers alike; 





~ ...and in our book that totals 
© uptoaclient-pleasing, money- 
: making, Agency Building op- 

portunity for you—right now 
—with... 


VA, 
THE OHIO STATE LIFE 
Prsusance( rgparny 


COLUMBUS 15, OHIO 


Sg. eee 
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N. Y. Board Of Trade 
Unit Hears Conway On 
Importance Of Insurer 


An objective view of insurance bus- 
iness and the part it has in economic 
and social development of the country 
was given by former Chief Justice Al- 
bert Conway at the fall luncheon of 
the insurance section of New York 
Board of Trade. Mr. Conway, who was 
New York superintendent of insurance 


in 1929-30 and was chief justice of. 


New York State court of appeals from 
1954 until January, 1960, cited the ser- 
vices of insurance to humanity. He said 
that whatever immediate problems in- 
surers have, these services should act 
as an inspiration. 

He described the enviable part in- 
surers are playing in helping finance 
the record expansion of the nation’s 
economy. Insurance companies, he said, 
in helping to finance World War II, 
held U. S. government securities which 
in 1946 were in excess of $21.6 billion. 
Since then insurance companies have 
been investing their capital in farms, 
factories, houses and utilities. 

Keystone Of Credit Arch 


Insurance is the keystone of the 
credit arch, Mr. Conway said, and up- 
on credit depends our system of pro- 
duction exchange and consumption of 
products of the world. 

Mr. Conway called insurance “the 
largest non-governmental business on 
this earth” and said it has affected 
the lives and economic circumstances 
of every single person. 

Mr. Conway remarked that he some- 
times thinks insurers have not sold to 
the man on the street the “reasons” 
for the rates charged for insurance. In- 
surance is unlike any other business 
because it is paid for in advance with- 
out knowledge of the events which 
may occur during the period for which 
the insurance was written and the 
payment made. Rates, he emphasized, 
are made not only by events befalling 
the insured but, in many forms of in- 
surance, by the acts of the insured 
themselves. 

The luncheon was attended by 60 
persons from many sections of the bus- 
iness. The chairman of the section, 
Charles W. V. Meares, vice-president 
New York Life, presided and intro- 
duced the speakers. Harry F. Legg, ex- 
ecutive secretary and treasurer of the 
section, made a brief report on finan- 
cial, legislative and membership mat- 
ters of the section. 

The section’s annual dinner and re- 
ception will be held Dec. 19 at the 
Drug & Chemical Club, New York. 


35 Qualifiers At Mutual 


Trust Bergen Agency Meet 

Thirty-five producers of Mutual 
Trust Life’s Bergen agency at New 
York qualified for the agency’s annual 
convention at Kiamesha Lake, N. Y., 
as a result of their production in the 
agency’s annual sales contest, in which 
some $3 million of business was sub- 
mitted and $2,565,000 paid for. 

Two round table discussions were 
featured at the convention, one on the 
“Twelve Musts to Be Covered in an 
Effective Buy and Sell Agreement,” 
and the other on “Eleven Questions 
the Business Client Should Be Able to 
Answer.” 

On hand from the home office was 
Philip F. Embury, director of sales. 

Ralph E. Beard, Fort Wayne, has 
been named by Midland Mutual Life 
as man of the month for the second 
time this year and the fifth time dur- 
ing his career. 








Cash Value Insurance 
At Near Term Rates! 


If a prospect can afford term, then chances are 


he can afford lifetime coverage (with cash values ) 
under our new LIFE MODIFIED AT 70 policy. 


This is level premium insurance at a rate a 


step higher than term but 9 to 35 per cent /ower 


than ordinary life. 


Another feature. This policy gives heaviest 


protection during the early years of a man’s life, 


when he needs it most. The face value is twice 


as much before age 70 as it is after. 


By lowering the face value at 70, the policy permits 


a reduced premium — vow and throughout the 


life of the policy. Yet, it still builds cash values! 


Prospects will like the permanent protection 


—and the price. 


OCCIDENTAL LIFE 


Insurance Company of California 


Home Office: Los Angeles / Earl Clark, C.L.U., Vice President 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 
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So Much—So Good 
in LIFE 


All Usual Forms of 
Life, Term & Endowment 
Policies including: 


The Attractive 20-Year 
Premium Endowment 


Our Exclusive 














e Creditors Life ® 
Individual & Group 


e Group Life 
Up to $20,000 Max. (10 to 24 lives) 
Up to $40,000 Max. (25 or more lives) 
(Higher amounts where permitted) 


e Association Life 


Group “Select 15” 
* Mortgage Redemption The Juvenile Special 
All forms 


Retirement Income 


e Franchise Life ; a 
Special Additional 
e Dependents’ Group Life* Term Riders 


e Critical Years oe 


Group Mortgage The new competitive Life insurance pro- 


my ” 
Deferred Comp. grams offered by "Valley Forge” are 


i available in these states: Ala., Calif., Del., 

Ordinary Plans D.C., Fla., Ga., Idaho, Ill., La., Maine, Md., 

Mich., Minn., N.J., N.C., Ohio, Pa., Tenn., 

e Guaranteed Issue Plans Texas, Utah, Va., West Va., and Wise. 

"Valley Forge” is the new Life affiliate 
of the American Casualty Group. 


e Family Plan 










*Where permitted 
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VALLEY FORGE IW 1s 


READING, PENNSYLVANIA 


























In just three vears of active selling, Life of Georgia has attained 
over $150 million of group life insurance in force. Competitive 
rates, fast local claim service, tailor-made life and health plans 
for groups as low as four* are just a few of our advantages. 

Inquiries from all agents in our territory receive prompt atten- 


tion. Write: GROUP DEPT. 1005 Healey Bldg., Atlanta 3, Ga. 
INSURANCE 


*Five in Florida; ten in North Carolina 
LIF COMPANY 


or GEORGIA 


SERVING THIS FAST-GROWING 
REGION SINCE 1891 











Old Missouri Life 
Case Is Nearing End 


Missouri supreme court in a 202- 
page opinion in the 27-year-old Mis- 
souri State Life accounting case has 
sustained the findings of former Cir- 
cuit Judge Edward M. Ruddy, now a 
member of St. Louis court of appeals, 
in all of the major aspects but has 
remanded the proceedings to St. Louis 
circuit court for further amplification 
in some of the accounting items. 

The opinion was written by Com- 
missioners Alden Stockard and N. D. 
Houser. The supreme court justices 
concurred with the exception of Judge 
Clem Storckman, who did not partici- 
pate in the case before the high court. 
The matter at bar was the final ac- 
counting by General American Life of 
its administration of the assets and 
life insurance business of the old Mis- 
souri State Life under a 15-year period 
following the reinsurance of the former 
company that began in September, 
1933. 

Under the terms of the agreement, 
General American presented its final 
accounting for the approval of St. 
Louis circuit court in 1948. The final 
accounting was challenged legally by 
stockholders of the old company and a 
few of the policyholders. The supreme 
court sustained Judge Ruddy’s findings 
that General American had properly 
paid $3,853,003 in state premium taxes 
during the 15-year period, including 
$2,806,390 charged to the Missouri 
State Life account. This was a major 
point at issue. 

Another point touched on the distri- 
bution of $2,062,946 to Missouri State 
Life policyholders in 1950, plus 3%. 
Judge Ruddy set the interest rate at 
4%. Two policyholders, James F. Ladd 
and Samuel E. Mitchell, argued they 
were entitled to the legal rate of 6%. 
The supreme court upheld their per- 
sonal claims on that point. The high 
court also sustained the basis used by 
General American in setting up the 
reserves on Missouri State Life insur- 
ance in force during the 15-year period. 

The matter is being remanded to 
circuit court for final accounting after 
some adjustments as to certain items, 
including ailowance of fees for counsel, 
including the attorneys that repre- 
sented the opposing litigants and also 
for appraisers and actuaries involved. 


Bankers National Total In 
Force Over $700 Million 


Bankers National Life’s total insur- 
ance in force passed the $700 million 
mark at the end of October, when the 
figure stood at $701,042,456, an in- 
crease of $107,223,964 since the first 
of the year. 

Total new paid-for business in Oc- 
tober was $13,928,276, an increase of 
43%, and new business paid-for dur- 
ing the 10-month period totaled $150,- 
727,010, a 70% gain. 

Ordinary  paid-for in October 
amounted to $4,728,411, an increase 
of 4.1%, and total ordinary new busi- 
ness for the 10 months was $50,203,- 
345, up 9.5%. 


Lifeco Writing Group 
Lifeco of Seattle has begun writing 
group and will offer group life, acci- 


dental death and dismemberment, 
health, dependent life and _ creditor 
coverages. 


The company now has 33 group 
agents and by January expects to have 
an additional 200 group field men. The 
group operation will be integrated 
with the agency system of General of 
Seattle, the fire and casualty affiliate. 
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N. Y. Life Guaranteed 
Issue Rider Expanded 


New York Life has expanded jt 
guaranteed insurability option prograp 
for men to help meet the special lif. 
insurance needs created by Marriage 
and childbirth. 

The expanded rider is available with 
most new policies issued on male live 
and provides automatic term insurang 
on the insured for three months afte 
the date of his marriage and the date 9 
birth or adoption of each child, pro. 
vided the marriage, birth or adoption, 
occurs before the policy anniversary 
nearest the insured’s 40th birthday 
The amount of automatic term insy. 
ance is $10,000 or the face amount of 
the basic policy, whichever is leg 

At the end of each period of auto. 
matic term insurance, an _ alternatiye 
option date is provided with which 
additional insurance can be purchasaj 
without evidence of insurability. The 
total amount of additional coverag 
available will be equal to the amoun; 
of automatic term insurance provide 
immediately prior to the alternative 
option date. 

As under the previous rider, up t 
seven regular option dates are pro. 
vided at three-year intervals beginning 
at age 22 and ending with age 40. Als 
continued is a provision for an under- 
writing savings allowance, which js 
applied toward the first year’s premium 
for each new policy purchased under 
the terms of the rider. 

The purchase of new coverage on 
an alternative option date will be in 
lieu of the right to purchase new in. 
surance on the next regular option 
date. However, even if all regular op. 
tion dates are eliminated, alternative 
option dates will continue to be avail- 
able upon marriage, a birth or adoption 
that occurs before the policy anniver- 
sary nearest the insured’s 40th birth- 
day. 


U. S. Life Ordinary Volume 
Gains 9.2% In Nine Months 


United States Life paid for ordinary 
volume for the first nine months of 
1960 showed an increase of 9.2% over 
the same period in 1959. 

Raymond H. Belknap, president, 
cited several factors which contributed 
to the sales increase, among which are 
the company’s heightened agency ac- 
tivity, an accelerated training program, 
and several competitive modifications 
made in the company’s portfolio dur- 
ing the year. These include the intro- 
duction of quantity discount and a 
“double-double” indemnity provision. 
increased non-medical benefits, and 
increased commissions on _ mortgage 
redemption plans. 

The double-double indemnity pro- 
vision is, in effect, a triple indemnity 
accident death benefit. 


||, Service Guide. 


CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 


Ralph Fp. 
20 N. LaSalle St. 
Finaxcial 6-9792 
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LIFE INSURANCE EDITION 


Why NALC Wants Ban On SEC Intrastate Variable Annuity Rule 


(CONTINUED FROM PAGE 1) 

out of the life company home offices 
the additional group of SEC examiners. 
This will not be good for the life com- 
panies, and I don’t think it will be 
good for the insurance buying public.” 
Mr. McClatchey’s proposal is to 
amend the McCarran-Ferguson act 
(public law 15) so it would provide 
that neither the federal securities act 
nor the investment company act would 
apply to life companies issuing annui- 
ties in so far as the issuing company 
sells contracts only to residents of its 
home state, provided the issuance of 
such contracts is in accordance with 
the laws of the home state and has 
been approved by the state insurance 
commissioner. 


Reason For Restatement 


The proposal that the securities act 
would not apply to variable annuity 
sales under the foregoing conditions 
would merely reaffirm the present 
exemption for intrastate sale of secur- 
ities in the home state of the issuing 
company. The reason for restating it, 
said Mr. McClatchey, is to place the 
exemption in the same bracket as an 
exemption from the investment com- 
pany act that is not now in the law. 
A sale of securities which is deemed 
to be a sale by an investment company 
within the meaning of the act is a sale 
that requires registration by the sell- 
ing company under the investment 
company act, even though the sale is 
made in the issuer’s home state. 

The second reason for the proposal 
is that if a company qualifies under 
the definition as an investment com- 
pany, it must register under the invest- 
ment company act, even though it 
operates only within its home state. 
Under the 1959 Supreme Court deci- 
sion in the variable annuity case, a 
life company issuing variable annuities 
becomes an investment company and 
hence must comply with the require- 
ments of the investment company act. 

“This is where the real rub comes,” 


said Mr. McClatchey. “It is simply not 
practicable for an active operating life 
company to live under the require- 
ments of the investment company act. 
No one could ever have thought of a 
life company as a regulated invest- 
ment company when the investment 
company act was written and passed.” 

Analyzing the investment company 
act and the burden it would place on 
life companies attempting to operate 
under it, Mr. McClatchey said it is most 
complicated and has many kinds of 
requirements and_ regulations. For 
example, it throws roadblocks in the 
way of the issuance by regulated in- 
vestment companies of what are called 
“senior securities,” that is, any form 
of security senior in obligation to the 
investment securities sold to the pub- 
lic. 

The SEC has taken the view in the 
few cases that have come before it that 
the obligations of life companies to 
pay claims under their regular policies 
constitute senior securities and in con- 
sequence the companies will not be 
allowed to issue variable annuities 
without reinsuring their other life 
insurance business. This, of course, 
would be impossible for most regular 
life companies and would leave them 
no option except to form a separate 
company to issue variable annuities 
if they are authorized to do so under 
the laws of their home states, and the 
states where they wish to sell the 
annuities. 

Must State Policies 


Each company at the time of re- 
gistering with the SEC as a regulated 
investment company must file with 
the SEC a statement of the policies it 
expects to follow in borrowing and 
lending money, issuing _ securities, 
making investments, purchasing and 
selling real and personal property, and 
in all the other business affairs it 
expects to engage in. It may not 
deviate from these stated policies 
without obtaining express approval 









Indianapolis Life’s 
well-planned road 

to successful agency 
operation includes: 


e Acomplete new line of low cost life 
insurance policies featuring graded 
premiums and lower rates for women. 
Commercial, Guaranteed Renewable, 
Non-Cancellabie Accident and Sick- 
ness policies. Liberal Check-O-Matic. 


e Substantial training tools, including career 
compensation, production incentive plans, ex- 
cellent training program. 


e Liberal commissions, training allowance, lifetime 
service fees, Group Life, Hospitalization and Major 
Medical, non-contributory pension. 


Company's 55-year record is unexcelled in quality and service. 


WALTER H. HUEHL, President 


ARNOLD BERG, C.L. U., Agency Vice-President 
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from its stockholders at a regular or 
special meeting. 

“Everyone knows that such matters 
in a life company are handled by the 
board of directors or the executive 
committee and it would strangle a 
company with red tape to have to 
follow these rules set forth in the 
investment company act,” said Mr. 
McClatchey. He added that with all the 
additional regulations, prohibitions and 
requirements, some of them conflicting 
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with state insurance department re- 
quirements “an area of conflict be- 
tween state and federal authority is 
opened up which will be likely to 
crush the company between.” 

There is good logic for the adoption 
of an act by Congress.that would add 
an exemption from the investment 
company act for life companies selling 
variable annuities in their home states 
when specifically authorized to do so 
by their state laws and state insurance 
commissioners, Mr. McClatchey said. 


Life companies are strictly regulated 
investment 


by their states in their 
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*‘Following the Hounds”’ 


Prior to the Revolution, George Washington, a superb horseman, par- 
ticipated frequently in his favorite sports, fishing and fox hunting for 
which he and his neighbors “followed the hounds” near his Mt. Vernon 


This reproduction is one in a series of eleven original oil 

paintings by Walter Haskell Hinton which portray 
little-known events in the life of our Country’s first 
president, George Washington. 
A booklet containing full-color reproduction of all 
eleven paintings is available upon request. In addi- 
tion, we hope you will visit us and view the original 
paintings which hang in our Home Office Gallery. 


Washington National - 


INSURANCE COMPANY 
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policies. Companies must look after 
their own welfare by properly manag- 
ing their investments to earn enough 
interest to meet their reserve require- 
ments and pay dividends to policy- 
: holders and/or stockholders. 


Exemption A ‘Necessity’ 

COAST TO COAST “Unless it is to be the national 
policy that life companies are to be 
forbidden altogether to sell variable 
annuities, this exemption is a necessity, 
inasmuch as it is effectively impossible 
for them to operate as registered in- 
vestment companies,” said Mr. McClat- 
chey. “It should follow that Congress 
should be willing to extend the ration- 
ale of the McCarran-Ferguson act as 
I am suggesting. 

“What is fundamentally the issue is 


We Now have opportunities for what constitutes life insurance busi- 
career Life Underwriters in ness. Is the sale of a variable annuity 

ais contract a legitimate function of a 

every area we serve. life company? The judges who passed 

on this question in the variable an- 


nuity case were almost evenly divided. 
Our two largest life companies arrive 


“SORES. 


4 at opposite answers tc the question. 
w a The state commissioners of insurance 
G REAT S OUTHERN © also seem to be similarly divided on 

this issue. 

LIFE INSURANCE COMPANY hes 
IRS Still A Widespread Demand 

HOME OFFICE * HOUSTON. TEXAS “The demand for this type of con- 
Aine Computes . tract may have moderated somewhat 
Superior insurance Company during the current bear market on the 
Sentinel indemnity Company : stock exchange, but it is obvious that 
there is a widespread demand and 


need for some such contract to be sold 
by life companies, even while stocks 
are down. In fact, there is an argu- 
ment for saying that this is a good 


‘aT SOUT, 
CFE. time, while stocks are low, to start 
ROSES variable funds. A number of states 

have considered and are considering 
enabling legislation . . . In some states 


the commissioners take the position 
that no additional legislation is needed 

to sell variable annuity contracts. 
“With this diversity of opinion 
“4 among the several states, Congress 
ought to leave it to each state to de- 









a future that now can be yours 
Wer AS A GENERAL AGENT 


with of the Central Standard Life Insurance Company 





a % A NEW CAREER CONTRACT OFFERS YOU — 
future coe Completely Vested Renewais for the With Central Standard You Enjoy 
| premium paying period of the policy * working with an agent-agency 
Substantial Override for General Agents building organization 
Accident and Sickness Plans — * company sponsored education 
“Your partner for Life” * tested-proven direct mail aids 
High Value Low Premium Life Plans * liberal underwriting 





Top First Year Commissions 


“‘The secret of success is Constancy to Purpose"’ 
Benjamin Disraeli 


Our success has been achieved with our career men and women. 


See for yourself—Write or wire today for your . 
“new approach” agent’s kit. Get full details by In Force: $357,405,420 
contacting your local Central Standard General Assets: $107,284 ,880 


Agent or: John M. Laflin, Vice President and 
Agency Director. 


CENTRAL STANDARD LIFE 


Founded 1905 INSURANCE COMPANY 
211 W. Wacker Drive Chicago 6, Illinois 
Life - Accident - Sickness 


Surplus: $14,591,874 
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termine for itself whether varia 

annuity contracts may be written “Pow 1S 
life companies and, if so, what oy 
to be the ground rules. It may be 
taken as certain that Congress wil] Not G5 
wish to assume jurisdiction to othe Distr 
forth uniform legislative rules on tj! national 
subject. On the other hand, Congres yd forcetu 
would not wish action to be effective, Jato! ove 
paralyzed as it is at this time. * austry- 

“It is submitted that the sensib, failed To St 
approach is that Congress shoulj er the 
amend the McCarran-Ferguson act in Pecan 
the manner now being suggested, y ine ed to dc 
that the process of development among ial to stre 
the several states may progress % pave oon 
they have in the past, that is, wit, Fitho 
each state being free to arrive at th most at 
kind of rules which it feels will be beg "4 insure 
for its citizens.” ds with 

In the model regulatory bill thy i 
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by the states, these are the maj : , 
features: ¢s, This pla. 
federal cont 


—There must be separate accouy : 
for the variable annuity funds = ~<A oe 
these would not be chargeable with ne olitic 
liabilities arising out of other busines | ye s 

—The insurance commissioner my - ed. Mr 
be satisfied that the company seeking pan i a fo 
his authorization is able to handle tk , Aes be 
business properly. In making his ¢. — «4 for 
cision he may take into consideratig, be sits Met 
such factors as the company’s history ce of 
its management’s ability, and the like a short 

—Variable annuity contracts woul ay Securit 
have to contain clear statements ¢ ee ean ih 
how profits would be determined an - - men 
the form of the contract would hay i os <i c 
to be specifically approved by the — 


commissioner. tion.” 
The speake 
Contracts Must Be Clear in the pensio 


—The contracts would have to | Welfare phil 
clearly and unambiguously write, | impetus. Th: 
The advertising offering the contracts growth will 
for sale would be under strict supe} federal admii 
vision. labor-mindec 

—There would have to be provision | ‘very Treason 
requiring that the contract-holder | vot Entirely | 
who default would nevertheless receive 
the value of the contract as of th 
time of default, ie., the default woul 
not cause a forfeiture. Also, companies 
would be required to report to con 
tract-holders each year the value of 
their contracts. 

—Life companies would be give 
the right to form subsidiary variable 
annuity companies or mutual funds if 
they wished to. 
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Holds A&S Case Clinic ‘either wink 

A case clinic devoted to special] Psed.” 
problem cases of member companis| Large limi 
was held at the November meeting a] {0m the star 
Illinois A&S Underwriters Forum «| * best, it p 


Chicago. Dr. Clement Martin, medical] benefit, as c: 
employes are 


jobs. Today’s 
can be tomor1 


director of Continental Casualty, moi 
erated the discussion. 


Lincoln National Sponsors 
Winter Flying Safety Conference 

More than 100 pilots representing 
some 200 companies which operate 
business aircraft, were guests of Lit 
coln National Life for a one-day ci Neale): 
ference on winter flying safety at t 
home office. The conference was # 
ranged and directed by Robert D. We al@h) | 
ber, chief pilot for Lincoln Na 
Assisting in panel discussions ot 
topics relating to the operation of a 
craft under winter flying condiu@ 
were 15 representatives of co! 
which manufacture aircraft 
nents. 





Conn. Mutual 10-Month Sales Up 
Connecticut Mutual Life’s sales # 
new life insurance were $498 milla 
for the first 10 months, an increaseé 
5% over the same period last year. 
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é ST egulation, the speaker charged. “Al- 
1S, with most without exception, the legisla- 
© at thelies have been most reluctant to 
1 be bes ant insurance departments adequate 

F funds with which to operate. Their 
bill that junctions must often be performed by 
adoption under-staffed and under-paid employ- 
'€ mai},, This plays right into the hands of 
jderal control of the business, and I 
lok with some misgivings on what 
the future may hold.” ; 

The political campaigns made it evi- 
‘Hient that social security will be ex- 
panded, Mr. Townsend said. The mini- 
mum age for retirement benefits will 
probably be lowered. Further inflation 
will call for an increase in the size of 
penefits. Medical care for the aged has 
‘Ia chance of being added so that “in a 
‘Trather short time, we will see the So- 
: tial Security Act containing a basic 
accident and sickness or hospitaliza- 
tion insurance coverage for all people, 
regardless of their financial condi- 
eT tion.” 

The speaker also predicted expansion 
inthe pension field. “Expansion of the 
welfare philosophy will give it great 
impetus. The rate of private pension 
growth will ‘“‘accelerate rapidly if the 
federal administration indicates a more 
labor-minded government, as we have 
every reason to expect it will.” 


Visions 

holder Not Entirely Satisfactory 

receiv ? 

of the Turning from the political field, Mr. 


Townsend declared that a considerable 
part of the growth of the life insurance 
business since World War II has come 
from pressure for volume, which pres- 
sure has resulted in ‘“‘a number of prac- 
ties which are not entirely satisfactory 
to the public nor to agents in the long 
tun.” One of these practices, he said, 
is expansion in the group field: large 
amounts written on individual lives 
with state laws limiting such amounts 
“either winked at or flagrantly by- 
passed.” 

Large limits may be looked upon 
from the standpoint of employes, “but, 
at best, it presents a curious fringe 
benefit, as can readily be seen when 
employes are laid off, retired, or change 
jobs. Today’s big package of insurance 
can be tomorrow’s empty sack.” 
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fownsend Sees More Regulatory Control 


Mr. Townsend labeled as even more 
serious, the by-passing of agents for 
direct negotiations between company 
and employer and the fact that agents’ 
commissions on group have been re- 
duced to the extent that such business 
may soon become completely unattrac- 
tive, leaving group a direct home-office 
selling program. “Group thus is being 
used as a means of building up high 
sales volume for some companies, but 
it is not performing a completely 
sound life insurance program for the 
individual participant,” he stated. 


‘All Lines’ Trend Scored 


The trend to “all lines” selling was 
also scored by the speaker. “It goes 
strictly against the professional con- 
cept, not only in life insurance selling 
but also in virtually every other pro- 
fessional field of endeavor. As our so- 
ciety becomes more complex, the need 
for specialization is more evident. Yet 
some segments of the insurance indus- 
try are trying to reduce specialization 
and make the field representatives 
merely partially-trained order-takers 
in every line. This down-grading of 
agents, plus the by-passing in connec- 
tion with group insurance is a most 
dangerous trend to all of us who be- 
lieve that in our economy, it is nec- 
essary to have fully-trained and com- 
petent insurance advisers to serve the 
public properly,’ Mr. Townsend con- 
cluded. 


Record Health Insurance 
Sales In One-Day Campaign 


By Aetna Life Companies 


The field force of Aetna Life group 
of companies, in a one-day sales cam- 
paign, wrote health insurance totaling 
$880,000 in annualized premium:, “or 
a production record. 

More than 2,300 agents of the com- 
panies qualified for honors in the cam- 
paign during which 18,000 applications 
were written. Production leaders in tie 
drive were the New York City agency 
of Aetna Casualty, followed by Buffa_o 
and Hartford. The Schergens agency 
at Shreveport, La., was leading p-zo- 
ducer among Aetna Life agencies. 


$258.5 Million To Be Paid 
In Dividends To Ex-GIs 


More than five million veterans 
holding participating GI life policies 
will share in dividends estimated at 
$258.5 million during 1961, a gain of 
some $5 million. 

Dividends totaling $240 million will 
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be paid to approximately 4.8 million 
policyholders of National Service Life 
Insurance, which originated in World 
War II. 

Some $18 million in dividends will 
be paid to approximately 260,000 
policyholders of U. S. Government Life 
Insurance, which originated in World 
War I. 

The 1961 individual policy dividends 
will not be materially different from 
the 1960 dividend. In some policies the 
extra interest will be offset by a de- 
crease in other dividend factors. 


Stock Sale Filed With SEC 
By Life Assurance Of Pa. 


Life Assurance of Pennsylvania, Phil- 
adelphia, has filed a statement with 
the Securities & Exchange Commis- 
sion, seeking registration of 60,000 
shares of capital stock to be offered 
for public sale at a price and under- 
writing terms that will be supplied by 
amendment. 

The underwriters—Auchincloss, Par- 
ker & Redpath—will receive, for $1,- 
000, transferable warrants to purchase 
10,000 shares at $18 per share up to 
1964 and $20 per share until expira- 
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Underwriters Handbook 
For Wisconsin Published 


A new Underwriters Handbook of 
Wisconsin has just been published 
by the National Underwriter Co. It 
provides complete and up-to-date 
information on the agencies, com- 
panies, field men, general agents. 
groups and other organizations af- 
filiated with insurance throughout 
the state. Copies of the new Wiscon- 
sin handbook may be obtained from 
the National Underwriter Co. at 420 
East Fourth Street, Cincinnati 2, 
Ohio. Price $12.50 each. 











tion, an SEC statement said. 

Said the SEC, “The net proceeds of 
the stock sale will be credited to paid- 
in capital and paid-in surplus, and will 
be invested in income-producing se- 
curities and mortgages. The funds and 
additional income therefrom will be 
used as needed to absorb the cost of 
writing new insurance and to enable 
the company to expand its operations.” 

The company has outstanding 100,- 
000 shares of capital stock, of which 
management officials own 42,380. 
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“Thank you, sir. So is my company. 


Life & Casualty of Tennessee will 


moment now.” 


pass the two billion mark any 
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Editorial Comment 
A Big Pair Of Shoes To Fill 


Lester Schriver’s tenure as execu- 
tive vice-president of National Assn. 
of Life Underwriters has more than a 
year to run, so it’s too early to essay 
an appreciative review of his many 
accomplishments. But it’s not too early 
to urge all readers who may have any 
suggestions for a successor to send 
them as promptly as possible to NALU 
Trustee Frank G. McNamara, general 
agent of Old Line Life at Waukesha, 
Wis., who is chairman of the com- 
mittee on selecting a new managing 
officer of the national association. His 
office is at 142 South Street. 

The committee wants to have a 
candidate ready to recommend when 
the board of trustees meets April 16- 
20 at Fort Lauderdale, Fla. The com- 
mittee is already actively seeking 
names of possible candidates and has 
interviewed some. The vigor and de- 
termination with which the committee 
is applying itself to its important task 
augurs well for the final selection of 
the best possible successor to Mr. 
Schriver. 

That the committee is driving so 
hard is a tribute to Mr. Schriver’s 
stature, for it reflects a realistic es- 
timate of the difficulty of finding a 
man who will be a truly worthy suc- 
cessor. That doesn’t mean, of course, 
that he should be “another Lester 
Schriver.” To expect it would be foolish 
and unfair. But the new managing 
officer should be a man capable in time 
of attaining the gratifying degree of 
eminence in his own format that Mr. 
Schriver has achieved in his. 

In fact, it would be unfortunate to 
measure any candidate against the 
present executive vice-president. The 
new man will almost certainly be 
enough younger so that his greatest 
attainments must be expected to lie 
ahead of him rather than being al- 


at the succession who have served as 
NALU’s managing officers: All very 
able and all very different from one 
another. 

It seems as if the most sensible ap- 
proach is to determine with as much 
wisdom as possible what kind of man- 
aging officer NALU will need during 
his probable tenure. The desired quali- 
ties might be the same as they were 
seven, nine and 18 years ago and other 
times when NALU faced the same 
problem—or they might be different. 
From there it will be a matter of de- 
termining, as wisely and objectively 
as possible, which one of the available 
choices would be best. Most of all, it 
should not be an occasion for wire- 
pulling and political maneuvering be- 
hind the scenes. The appointment is 
too important to NALU’s members, to 
the life insurance business and to the 
insuring public to permit considera- 
tions of friendship or business asso- 
ciation to interfere with getting the 
best possible man for the job. 

Nor should the selection be re- 
garded as a popularity contest. Some 
of the more obvious choices will doubt- 
less be the subjects of hundreds, per- 
haps thousands of letters from helpful 
members and friends of NALU. This 
is an excellent thing, not so much be- 
cause of the widespread esteem indi- 
cated for this or that candidate but 
because it helps the committee get a 
better line on the candidates’ qualifi- 
cations and suggests lines of inquiry 
for further information. Perhaps the 
candidate finally picked as the selec- 
tion committee’s choice will be one of 
the obvious ones; perhaps it will be 
a man outstandingly suited to the job 
but someone that not many people had 
thought of. So by all means give the 
committee the benefit of your thinking, 
whether your candidate looks like an 


obvious choice or is someone less well 
known but still of outstanding ability. 
—R.B.M. 


ready emblazoned on his shield. And 
his know abilities and those he may 
be expected to develop may well differ 
widely from those of Mr. Schriver or 
any predecessor. 

It’s said that the farther men go up 
the ladder of success, the more in- 
dividualistic they are found to be, a 
statement that is confirmed by a look 





Northwestern National Life reports 
sales of new life insurance in Novem- 
ber represented a face value of $17,- 
846,000, a gain of 7.2% over the same 
period a year ago. 


Personals 


Philip J. Goldberg, manager in New 
York City for Canada Life, has added 
the associate editorship of Taxes for 
Fundraisers to his activities in the 
charitable endowment field. The 
monthly newsletter is put out by the 
J. K. Lasser Tax Institute, which pre- 
pares books and articles on taxes. Mr. 
Goldberg’s function will be to ex- 
plain developments in the charitable 
endowment field for the information of 
key executives and others connected 
with charitable institutions interested 
in endowment planning. A member of 
the Purdue Life Insurance Marketing 
Institute faculty, Mr. Goldberg is the 
author of the recently published “Es- 
tate Planning, a Guide to Insurance, 
Savings and Investment.” 


James F. Oates Jr., president of 
Equitable Society, in an address at a 
joint meeting of Dllinois Manufactur- 
ers Assn. and Illinois Manufacturers 
Cost Assn., said that cuts in wasteful, 
non-essential federal programs can 
substantially offset any increased 
spending aimed at promoting the coun- 
try’s economic growth. He listed as 
examples of wasteful spending unjus- 
tifiable expenditures for farm sub- 
sidies and price supports and subsidies 
under the rural electrification admin- 
istration program. 


H. Ladd Plumley, chairman and 
president of State Mutual Life, has 
been named general chairman of the 
Worcester, Mass., program for the 
1961 U. S. Chamber of Commerce Air- 
cade for Citizenship Action, a city- 
hopping tour by chamber officials for 
discussions of federal legislative pro- 
grams with business men. The 1961 
Aircade will open in Worcester at 
State Mutual’s home office on Feb. 27. 


The Minnesota Club has again drawn 
from the insurance industry for lead- 
ership with the election of Norman H. 
Nelson, vice-president of Minnesota 
Mutual Life, as president. He succeeds 
Ronald M. Hubbs, vice-president of 
St. Paul Fire & Marine. 


Deaths 


HERBERT V. KIBRICK, 45, agent 
of New York Life at Boston, president 
of the company’s Top Club in 1958 and 
a qualifying and life member of the 
Million Dollar Round Table, died in 
Boston after a short illness. He was the 
son of Isaac S. Kibrick, for many years 
a leading New York Life agent, who 
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headed the Top Club in 1935. Herbe, 
Kibrick was in wide demanii az, 
speaker at life insurance gathering 
though he once said of himself, 4 
don’t conform to the typical image gf 
the life insurance man. Once | way, 
ed to be a flutist with the Bost, 
One of 
techniques was to plant ideas in t,, 
client’s mind over a period of tin, 
“Ultimately, I hope that he will repe, 
them to me as his own,” he said, p.) De 
was a CLU. 


WILLIAM E. STOUGH, 82, chai: 
man of Nationwide Life, died at (, 
lumbus, O. He was a director of othe: 
insurers in the Nationwide group ani 
was chairman of two of Nationwide, 
non-insurance affiliates. He had ceryg fe 
on insurance company boards for } 


Symphony 


years. 


FRANK L. COOPERRIDER, 74, 
director of Nationwide Life, died. Ke 
preceded Mr. Stough in death by |e 
than 24 hours. Mr. Cooperrider was ;| Ma 
director of four Nationwide insurers, 


J. G. RICHARDSON, 69, associa; 
general agent of Pan-American Life 
at Little Rock, died. Mr. Richardsoy, 
a CLU, joined Pan-American in 197 
as a supervisor at Memphis. For thre: 
years he was a senior member of the 
Dynamo Club, the company’s organi. 
zation for leading producers, and lp. 
fore that was a junior member for }; 


years. 


JOHN J. PROBST Sr., 49, assistay: 
superintendent of the underwriting ip. 
spection bureau of Equitable Society 
died at his home in Garden City, N.Y 
He had been with Equitable for 3 


years. 


JOHN M. THORNE, 83, retired a. 
sistant secretary of New York Life, die 
at Westport, Conn., after an illness of 
several months. He was in the mortgag 
loan department. He went to the hom 
office in 1923 after 19 years in the 


field. 


December 1), 1% 


q 





Stocks 


By H. W. Cornelius of Bacon, Whipple & (. 
135 S. La Salle St., Chicago, Dec. 6, 190 





Bid Asked 
Aetna Life 86 Th 
American General 30% = 3th 
Beneficial Standard 15% 16h 
Business Men’s Assurance .......... 39 40 
Cal.-Western States we 47% 5 
Commonwealth Life ....... 19 20 


Connecticut General ..... 398 = 465 
























Continental Assurance . 159 = 163 
Franklin Life .................... 69 1 
Great Southern Life ........0.000.... 68 0 
Gulf Life 16% 1; 
Jefferson Standard... 40%. 2 
Liberty National Life .................. 58 
Life & Casualty .......... ak 16 Nn 
Life of Virginia ............... 52% H 
Lincoln National Life . a 225 
National L. & A. weecccccececeeeeeee 107 18 
North American, II]. «00.0... 14 iY 
Ohio State Life wu. 36%. Sth 
GE BI ceicsicccsesncssnsinnssstrssensie 60 8 
Old Republic Life oc . 17% lbh 
Republic National Life ................ 33% 3 
Southland Life ..........c...cccceceseseeeeeees 719 «=& 
Southwestern Life ........ccccceeeeeee 49s 
Travelers 85% oh 
United, Ill. 33% th 
U. S. Life 42 8 
Washington National... 42 «4 
Wisconsin National Life ............ 27% 2 


Equitable Society Again 
Selling Non-Par Annuities 

Equitable Society has begun selling 
non-participating annuities for th 
first time in 26 years and has intt 
duced a new scale of rates for singe 
consideration immediate life, fr 
and joint and survivor annuities. 

The new non-par rates are substal- 
tially lower than prior rates, whit 
were participating. The reduction va 
ies with the issue age, type of a 
nuity and sex of annuitant. 
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Wi as , e 
thering t 
vet, | CONVENTIONS 
Mage iH | 
"BL Assn. of Life I Counsel 
12-13, sn. 0 e Insurance Co ° 
re pesaual, Waldorf-Astoria Hotel, New York. 

fs hi Dec. 13, Institute of Life Insurance, annual, 
5 IN th Waldorf-Astoria Hotel, New York. 
of ti 14-15, Life Insurance Assn., Waldorf- 

1Me J pec. 

ll Tepes Astoria Hotel, New York. 

said ‘I pec. 28-30, American Assn. of University 

Said. He Teachers of Insurance, annual, St. Louis. 
1961 

', Chair. an, 9, International Federation of Commercial 

| at Co. Travelers Insurance Organizations, midyear, 

of Edgewater Beach Hotel, Chicago. 

Othe: feb. 13-15, Health Insurance Assn., group in- 
OUP ani} surance forum, Biltmore Hotel, New York 
mwide:| City. 
dc iP feb. 17-18, New York State General Agents & 

Serve Managers Assn., annual, Gideon Putnam Ho- 
- for 2X] tel, Saratoga. 

13-15, Life Insurers Conference, annual, 

74 Americana Hotel, Bal Harbour, Fla. 

: {Bape 13-15, Home Office Life Underwriters 
lied. He ‘Assn., annual, The Greenbrier, White Sulphur 
by les: Springs, W. Va. 
r w. .}May 8-10, Health Insurance Assn., annual, 
, as @ Biltmore Hotel, New York City. 
urers, Yay 12, New York State Life Underwriters 

: Assn., spring delegate meeting, Astor Hotel, 
ASSOCiat: | New York City 
an Life] yay 14-17, Insurance Accounting & Statistical 
hardson, | Assn-, annual, Biltmore Hotel, Los Angeles. 
in 1977 31, Fraternal Actuarial Assn., midyear, 

‘Tl Royal York Hotel, Toronto, Ont., Canada. 
OF three June 4-9, National Assn. of Insurance Com- 
r Of the missioners, annual, Bellevue Stratford Hotel, 
organi. Philadelphia. 
June 7, Actuarial Club of the Pacific States, 
and be. annual, Ambassador Hotel, Los Angeles. 
Yr for 1} june 12-14, International Assn. of A&H Under- 
writers, annual, Waldorf Astoria Hotel, New 
York City. 
Assistant | July 27-29, National Assn. of Life Companies, 
ting in. annual, Sheraton-Charles Hotel, New Orleans. 
Soci Aug. 21-23, International Federation of Com- 
ociety, mercial Travelers Insurance Organizations 
y, N.Y] annual, La Fonda Hotel, Santa Fe. 
5 , 28-Sept. 1, National Insurance Assn., 
for u 7 ol Sheraton-Park Hotel, Washington, 
D.C. 
ired Sept. 17-20, International Claim Assn., annual, 
ir as- The Greenbrier, White Sulphur Springs, 
ife, died} W. Va. 
Iness of | Sept. 20-22, Life Insurance Advertisers Assn., 
ort gage annual, Sheraton-Dallas Hotel, Dallas. 
Sept. 24-29, National Assn. of Life Under- 
1€ home} writers, annual, Denver Hilton Hotel, Den- 
in the} ver. 
t. 25, Fraternal Actuarial Assn., annual, 
Netherland Hilton Hotel, Cincinnati. 
Sept. 25-27, Life Office Management Assn., 
annual, Shoreham Hotel, Washington, D. C. 
Sept. 25-27, National Fraternal Congress, annual 
Netherland Hilton Hotel, Cincinnati. 
Oct. 9-13, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 
le & Co, | Oct. 18-20, Institute of Home Office Under- 
6 1960 writers, annual, Jung Hotel, New Orleans. 
id’ Asked § Oct. 30-Nov. 1, Health Insurance Assn., indivi- 
; gm dual insurance forum, Biltmore Hotel, New 
1, 314 York City. 
54%, 164 § Nov. 13-15, Society of Actuaries, annual, The 
) 40% Greenbrier, White Sulphur Springs, W. Va. 
1Y, §| | Dec. 4-8, National Assn. of Insurance Com- 
) 0 missioners, regular meeting, Baker & Adol- 
3 45 phus Hotels, Dallas. 
) 463 | Dec. 11-12, Assn. of Life Insurance Counsel, 
) 1 annual, Waldorf Astoria, New York City. 
3 1 | Dec. 13-14, Life Insurance Assn. of America, 
3% i annual, Waldorf-Astoria Hotel, New York 
Ny 42 City. 
. 3 _ 
, 4 | Mich. Study Shows Medical 
5 
; | Expenses Double After 65 
oY : 
a a Medical expenses more than double 
) 6 | for Michigan citizens after they reach 
My 4 65, and more than half of them lack 
™ % | 2Y sort of health insurance protection, 

3 | @ccording to preliminary findings of a 

) &. : . . 
My 86h University of Michigan research pro- 
+5 4 ject financed by the Kellogg Founda- 
, gs | tion. 
1% | Teams of researchers, over the past 
2% years, have been combing records 
1 of hospitals, nursing homes and simi- 
: lar institutions and have conducted 
eS |hundreds of interviews. Prof. Walter 
sellin} J. McNerney, director of the Univer- 
} ? . . : 
or th} Sity’s bureau of hospital administra- 
; int | tion, who heads the study said “there 
; singt] iS good reason to believe the relation- 
refui {ships found between age, income, 
Lies. need for medical services and resources 
ubstat: | available to meet them in Michigan are 
whit} Probably applicable to the rest of the 
yn va Country without significant changes.” 
of a-{ The preliminary findings, concen- 
trated so far chiefly on the availability 
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of health care and its usage among 
older citizens, indicate that medical 
care is a difficult problem for persons 
in the upper age categories, particular- 
ly if uninsured. Persons over 65, it was 
found, pay about half of their hospital 
expenses from family money while 
younger citizens use no more than 
one-fifth of such expenses from their 
own pockets. 

At the same time, median income 
for the over-65 group is $2,135 yearly 
or about 42% of that for the citizenry 
as a whole. Average annual cost of 
medical care for the older group is 
$168 as against $85 for younger resi- 
dents. The average hospital bill for 
the over-65 group was $472 for the 
year preceding the survey, compared 
with $248 for younger patients. Elderly 
persons averaged nearly three times 
the number of days of hospital stay 
over the state average. 


Colonial's Hospital 
Plan Is Guaranteed 
Renewable For Life 


A new lifetime guaranteed renew- 
able hospital expense plan—the “Pro- 
tector Hospital Policy’—has been in- 
troduced by Colonial Life. The new 
plan may be written on an individual 
or family basis. 

It provides hospital expense benefits, 
depending on the plan selected, on a 
lifetime guaranteed renewable basis 
for adults and may be purchased with 
either of three deductibles—$25, $50 
or $100. Coverage on unmarried de- 
pendents is renewable to age 23. 

Hospital room and board costs are 
payable up to $20 per day for 365 days 
if hospital confinement occurs before 
age 65. After age 65, daily benefits 
are payable up to 90 days. A liberal 
schedule of fees for surgical opera- 
tions is also included. 

Hospital confinement is not required 
when surgery is performed. If sur- 
gery is unnecessary but the insured 
is hospital confined, he is eligible to 
receive benefits for doctor’s visits in 
hospital for as many as 33 calls for 
any one accident or sickness. Out- 
patient diagnostic expense benefits are 
also included when hospital confine- 
ment is not necessary. 

The new plan also provides mater- 
nity benefits (family policy only) on 
pregnancy commencing after both hus- 
band or wife are covered for at least 
30 days. Under the family plan, new- 
born children are automatically cov- 
ered when 15 days old or on the day 
they leave the hospital. The mater- 
nity benefit is not subject to the de- 
ductible clause in the policy. 

The plan becomes incontestable after 
it has been in force two years. Adult 
issue ages are 18-59. 


Insurance Stock Prices 
At Nov. 30, June 30, 
End Of 1959, Shown 


Cartwright, Valleau & Co., Board of 
Trade Building, Chicago, furnishes the 
following quotations on insurance com- 
pany stocks. The bid prices are shown 
as of Nov. 30, 1960 along with com- 
parable prices at June 30, 1960, and 
Dec. 31, 1959. 





































































Company 12-31-59 6-30-60 11-30-60 
PTE CBB a cccsesnissvtncces 8056 78 90 
Aetna Fire 76 79 8442 
Aetna Life 8512 8042 8444 
Agricultural .. 28 31 295% 
All-Am. L. & C. 10 8% 8'4 
Am. Equitable . 404 36 *42%%4 
Am. General .. 3342 3412 30% 
Am. Home .. 40 43 40 
American ......... 26% 26 26 
Am. Motorists . 1434 13% 17%2 
Am. National ....... 85% 1% TH 
Am. Reinsurance 4214 43 42 
pS ene 2934 301% 25 
Bankers & Shippers .. 57 55 54 
Bankers Natl. Life .. 19 2056 21% 
Beneficial Std. Life 15% 14 15% 
I csssscsasssrareccssaccenss 33 3356 32% 
| ORY See 40 412 39% 
Cal.-West. States . 5642 50 472 
Camden ............ 34 33% 31%4 
Combined ......... 33 34 34 
Commonwealth 21% 18% 19% 
Conn. General .. 354 345 398 
Cont. Assur. .. 155 141 16042 
Cont. Cas. ...... on 72 72 79% 
Continental i 5412 52% 51% 
Corroon & Reynolds 143% 14% 15'4 
Crown Life, Can. ........ 167 195 214 
Crum & Forster ... 68 64 71% 
Empl. Grp. Assocs. .. 36 40 37 
Employers Reins. ...... 53 51 6114 
Farmers Unds. . 35 35 4012 
i. | ae 53% 50% 56% 
Fidelity & Deposit .... 50 4612 4T¥2 
Fireman’s Fund .......... 51% 56 51% 
Franklin Life ............ 77 67 69% 
General Amer. Corp. 170 146 130 
General Reins. ............ 91 99 122 
Glens Falls ...... 34 353% 3412 
Globe & Rep. ... 2012 19% 21% 
Govt. Employees ......... 83 78 86 
Govt. Employes Life 59% 58 61 
Great American ......... 43 4312 45% 
Gr. Am. Life Und. .... 680 640 700 
Great Southern Life 83 68 68 
Great-West Life ........ 344 345 370 
Gulf Ins. .... 40 37 36 
Gulf Life 20% 1854 17% 
Hanover 39% 421 42% 
Hartford Fire ... 50% 48% 53 
Hart. Steam Boil 8612 75 90 
Co) eae 53 541 58 
Imperial Life, Can. .. 74 80 84 
Ins. Co. of No. Am. .. 65 64 69% 
Interstate F.&C. ........ 15% 1234 14% 
Jeff. Standard Life .. 481% 38% 4012 
TOTSCY —nececcccccccoceess ‘ 35 31% 32 
K.C.F. & M 25 2812 33 
K. C. Life .. 1420 1220 1260 
Lamar Life .. --- --- 36 
Liberty Natl. 6212 56% 5842 
Life Companies ... --- --- 11% 
Life & Cas. ... 22 1634 16% 
Life of Va. ....... ai 50 5012 53 
Lincoln Natl. Life .... 45, 237 222 
Maryland Cas. .... 36% 35% 3634 
Mass. Bonding .. 36% 41 40%4 
Mass. Indemnity ‘ 39% 40 34 
Mass. Protective ....... 66 71 66 
Merchants Fire .. 3034 31 3532 
Merch. & Mfrs. .. 13% 12% 13% 
Midwest United .......... 36 35% 3542 
Monumental Life 57 52 54% 
National Fire ... 142 142 105 
Natl. Life & Acc. 115 98 10642 
Natl. Old Line .. 15% 151% 16 
National Reserve 58 155 150 
National Union ........ 3634 35% 38% 
Nationwide Corp. 37% 3212 263% 
New Amst. Cas. .. 4834 50% 5434 
New Hampshire 51 52 51 
Northeastern .............. 12 12 11% 































25 
Company 12-31-59 6-30-60 11-30-60 
INO, Arti. Lal oncccccssssce 14 13% 13% 
Northern of N. Y 41% 393% 37% 
Northern Life ............ 136 136 130 
N. W. Natl. ..... 93 93 85 
N. W. Natl. Life . 97 93 90 
281 2342 2312 
72 60 60 
23S 1534 19 1742 
Old Republic Ins. .... 14. 15% 14% 
Pacific of N. Y. ........ 58 55 54% 
Pacific Indem. . 215% 25 291% 
Peerless. _............. 22 21% 20 
Philadelphia Life ...... 435 494 4812 
Phoenix of Hartford 8242 8 TT%e 
Prov. Life & Acc. .... 99 81 81 
ok 20% 2042 17% 
Quaker City Life .... 41634 50% 44 
Reinsurance Corp. .... 19 21% 22% 
Reliance .......... 49 53% 541% 
Republic, Dall 60% 55 57 
Republic Natl. Life 33 35% 3312 
St. Paul F. & M. ........ 60% 56% 57 
Seaboard Surety ........ 43 33 36 
Security .............. 42 51% 57% 
Southland Life .......... 98 88 80 
Southwestern Life .... 60 52 49 
Svringfield F. & M. 305% 32% 33% 
Standard Acc. ............ 58% 49% 49% 
Standard Life . aaa 60 50 50 
Travelers. ........... 85% 8314 8644 
United, Chicago ........ 33% 35% 33% 
United 49 46 52 
U.S. F 35 4012 38% 
U. S. Fire 2812 29% 27% 
U. S. Life 43% 39% 421, 
Var. Annui --- --- 8% 
Wash. Natl. 561 4614 431, 
Wis. Natl. Life 4012 31 2819 
Westchester .... 2934 29% 31% 
Western Cas. ..... 3914 3912 40 
West Coast Life ........ 31% 31 31 


Mutual Of New York 
Installs All-Purpose 


Data Processing Unit 


Mutual of New York has installed an 
electronic data processing system de- 
signed to handle all daily operations— 
from premium billing to decisions on 
loan requests—relating to the firm’s 
1.5 million insurance policies. 

The system is a merger of two IBM 
computer complexes, the 7070 and the 
1401. 

Among the things the system will 
do are calculation of commissions, di- 
vidend calculations, recording of pre- 
mium payments, responses to specific 
inquiries, indications of policy lapses, 
automatic policy changes and over-all 
record maintenance. 

The system is completely transis- 
torized and uses tape instead of punch 
cards for its record keeping and pro- 
cessing. It is a solid-state, tape oriented 
system. 

Mutual has ‘bought most of the 
equipment, at a cost of $877,000, and is 
renting the rest, at least temporarily. 

The 7070, a high speed calculator, 
is the major element in the system. It 
will review all policies in four hours 
each day, or about 103 a second. 

Supplementary equipment, consist- 
ing of a slower computer, card-to-tape 
and tape-to-card converter and a high- 
speed printer, are built into the 1401. 

The system will be operational early 
in 1961, but it will take about two 
years before the conversion from man- 
ual to electronic computation is com- 
pleted. 





Additional Announcements Of 1961 Dividend Scales 
































Funds Left with Co Funds Left With Co. 
Non- Non- 
Current Old With- With- Current Old With- With- 
Name of Company Policies Policies draw- draw- Accum. | Name of Company Policies Policies draw- draw- Accum. 
able able Div’ds. able - Div’ds. 
% Co % Yo 0 0 
Aetna Life... I-creased Increased 3.5 35 35 Intercoast Mut., Cal. ... Same as ’60 Same as ’60 3.5 3.5 3.5 
Beneficial Life, Utah .. Same as ’60 Same as ’60 3.5 3.5 35 John Hancock Mutual. Increased Increased 3.5 3.5 3.5 
Boston Mutual .............. bis a 3.25 2.75 3.25 EPO SB cxserscstcerccssesssesmeeeets SAME AS "60 ....csecseesseerserees 3.5 3 3.5 
Canada Life Assur. Revised Revised 3.6 3.6 3.6 Massachusetts Mutual ” (i) Sameas ’60 (k) 3.65 3.65 3.4 
Citizens Life, N. Y. ....... Same as ’60 Same as ’60 3.75 3.75 3.75 Mutual of New York . Increased cateecsmninnened 3.55 3.55 3.55 
Connecticut Mutual ..... Approx. Approx. New England Life ..... . Same as ’60 Approx. 
1212% Incr. 12%% Incr. 3.8 3.8 3.8 j ‘ ’ a 3% Incr. 3.75 3.75 3.65 
Educators Mutual ...... Same as ’60 Same as ’60 3 3 3 Old Line Life, Wis. .... = Same as 60 3 3 3 
Equitable Life, Can. .. ” (j) ” (j) 4.25 4.25 4.25 Philadelphia Life ......... si 3 3 3.35 
Equitable Life, Ia. ...... Approx Aperon. “s ei aa Pioneer American Tex.  ””—___acasessceeseeeee 3 3 ‘a ry 3 
% Iner 8% Incr. fl : 5 , 

i i , § Presbyterian Ministers Increased Increased 3.5 4 3.5 
First Amer. Life, Tex. Same as 60 Same as ’60 2.5 2 iy State oe Life ee ey teuas on oe ee 
First United Life, Ind. ” - 3 25 3 State Life, Ind. 5 ~ : 3.5 3.5 3.5 
Fla.-Ga. Internatl. Life Te. capbnesibbonbenemacies 4 3 4 Texas Reserve Life ....... a 3 3 3.5 
Georgia International = Same as ’69 4 3 4 University Nat. Life .. Increased ‘iain 2.5 3 3.5 
Girard Life .... ty Si 2 2 2.5 West Coast Life ........... Same as ’60 Ap 3 
Girardian ...... : a 2 2 2.5 7% Incr. 3.75 3.75 3.75 
Home Life, N. Y. ........ Incr. (m) Incr. (m) 3.5 3.5 3.5 Western Life, St. Paul Os deaaenia 3.75 3.75 3.75 
(i) Except for increase in dividends on paid-up additions. (k) Except for increases on some existing term policies. 


(j) To June 30, 1961. 


(m) To March 31, 1961 
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Liberal Annual Salary 
and 
Generous Stock Option Plan 
for 


Life Insurance Company Agency Director offered by young 
aggressive company. Individual selected must have proven sales 
record in life insurance sales production, and training of field 
managers. Send detailed resume of qualifications and photo- 


graph to Box V-23. All replies held in strict confidence. 








HOME OFFICE LIFE SALES MANAGER 


New England company with national A&S reputation wants qualified 
life man to assume responsibility for supervising expanding life sales. 
Salary open and based upon experience. Must have recent successful 
sales record plus some management experience. Write Box V-I, National 
Underwriter, 175 W. Jackson Blvd., Chicago 4, Illinois. 








GROUP ACTUARY 


Wanted by Mid-West company with substantial 
amount of Group Life and A&H in force and 
plans for expansion. Fellow of Society pre- 
ferred, but Associate intent on completing ex- 
aminations can qualify. Salary open. Write in 
confidence to: 


RALPH J. WALKER, F.S.A. 
INSURANCE MANAGEMENT CONSULTANT 
6711 E. Ocean Blvd., Long Beach 3, Calif. 








DIRECTOR OF AGENCIES 

Strong recruiting background. 

Major expansion program in newly char- 
tered life company. 

Age 28 to 35 preferred—will consider to 
age 40 with certain background. Send re- 
sume. 

Must seriously want growth and good 
future with aggressive, well managed com- 
pany. Reply to P.O. Box 61, Grand Junction, 
Colo. 


WANTED 


FEMALE EXECUTIVE ASSISTANT 
& OFFICE MANAGER 
Washington, D. C. 


Leading Consulting Firm in Employee Benefit 
Field desires an experienced and energetic wo- 
man between 30 and 45 years of age to assist 
F.S.A.'s and manage its Calculations Depart- 
ment. Position involves supervision of calcula- 
tions in connection with Pension Plans and gen- 
eral management activities of a consulting of- 
fice. Life insurance company or —- 
experience plus college degree is essential. 
Ability to write well is important. Familiarity 
with the basics of life insurance mathematics is 
essential but successful completion of Actuarial 
Examinations not required. Pension Plan experi- 
ence desirable but not essential. Unusual and 
outstanding opportunity for the right person. 
Submit resume including salary desired. Box V-II, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








AVAILABLE 
REGIONAL OR H.O. AGENCY SUPT. 

Successful agency executive desires change for 
greater challenge and advancement. Experienced 
in all phases of agency management. — 38, 
CLU, LIAMA graduate, MBA degree. Reply Box 
V-5, National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








WANTED 
GENERAL AGENTS OR MANAGERS CONTRACT 
WITH AGGRESSIVE LIFE COMPANY 
SOUTHERN CALIFORNIA AREA 
10 YRS. EXPERIENCE IN LIFE INSURANCE, 6 
YRS. IN MANAGEMENT—COLLEGE EDUCA- 
TION. Contact Box V-I8, National Underwriter, 
175 W. Jackson Bivd., Chicago 4, Ill. 


ACTUARY WANTED—with ability and at least 
5 years’ experience in small life company work, 
by consulting actuarial firm in Rocky Mountain 
area. Do you want a good opportunity in fine, 
healthful climate? Write in confidence to Box 
V-10, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








SUPERINTENDENT 
OF AGENCIES 
Midwest Company — aggressive management — 
Salary open—Give full particulars in confident 
—Box U-86, National Underwriter, 175 W. Jack- 
son Bivd., Chicago 4, Illinois. 


LOOKING FOR A POSITION WITH A FUTURE? 
We have it in California, for aggressive young 
man capable of ing full charge of agency 
department of small but progressive company. 
A challenge with unlimited opportunity for the 
right man. Salary plus. Write Box V-13, National 
Underwriter, 175 W. Jackson Blvd., Chicago 4, 
Ill. (Our employees know of this ad.) 














HOME OFFICE UNDERWRITER 
Head department—experience in Life and H&A 
underwriting and service—Give full information, 
s confidential. Box U-87, National Un- 

” Blvd., Chicago 4, III. 


ail repli 


derwrite 








REGIONAL or BRANCH 
manager is 


Seeking a company which can offer security & 
opportunity for myself and agency personnel 
with liberal contract for Colorado and/or other 
southwestern states. Have proven production rec- 
ord in life and A&S. Box V-I6, National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, IIlinois. 





Samples Of Answers 
To Public’s Questions 
Given By Institute 


(CONTINUED FROM PAGE 5) 
putting all of your policies on an an- 
nual premium basis. You don’t give 
enough details to say just how much, 
but you might save $20 to $25 a year 
—enough to pay for $1,000 or more of 
additional insurance. Remember that 
switching to an annual premium basis 
doesn’t mean that you would have to 
pay the premium all at once. If you 
could stagger payment of the policies 
at various times through the year, 
you might use the annual premium 
and yet, in effect, by paying some $80 
quarterly or even less on a more fre- 
quent basis, depending on how many 
policies you have. You might be in- 
terested in investigating the pre-au- 
thorized check plan for paying pre- 
miums, giving monthly payments ar- 
ranged once a year, usually at a very 
small additional cost. 

Q. I’ve noticed articles in the paper 
telling how life insurance companies 
hold bonds and mortgages and mostly 
shy away from common _§ stocks. 
Wouldn’t premiums be lower if they 
owned more high-yielding stock? 

A. It must be remembered that high- 
yielding stocks are the high-risk 
stocks; that is why they pay more. 
Furthermore, present laws in major 
states require that the life companies 
limit their common stock holdings to 
around 5 or 10% of total assets. Even 
if 10% of assets were in high-yield- 
ing stocks, that would not make an 
appreciable difference in earning 
rates over-all. As a matter of fact, 
one of the major reasons for these 
limiting laws and for the companies’ 
hesitancy to put too great a share of 


LIVE IN 
EUROPE! 


Combine the graciousness of Conti- 





nental life, the opportunity to tour 
Europe in your leisure and earn sub- 
stantial commissions. All these things 
can be yours—if you can qualify. 
One of the largest life insurance 
agencies in Europe, selling to Mili- 
tary Personnel and dependents, has 
limited openings for District Agents. 


To qualify— 

1. At least 1 year of recent life in- 
surance selling experience 

2. $500,000 paid volume last year 


3. You must be acceptable to the 
Military 


Send complete resume and photo to: 


Box V-17, National Underwriter 
175 West Jackson Blvd. 
Chicago 4, Illinois 














December 10, 19%) 


Control Of American 
Travelers Sold To 
Midwestern United 


The controlling interest of America, 
Travelers Life of Indianapolis has 
sold to Midwestern United Life of Foy 
Wayne. Three top officers of Midwest. 
ern United Life—Phil J. Schwanz, preg. 
ident, Donald B. Grissom, vice-preg. 
ident and secretary, and Charles 4 
Lord, treasurer, have been elected di. 
rectors of American Travelers. 

American Travelers will have at the 
end of the year in excess of $40 mij. 
lion of insurance in force and Midweg. 
ern United will have more than $39; 
million. 

Mr. Schwanz said there is no imme. 
diate change contemplated in the oper. 
ation of American Travelers Life, 








their funds into common stocks is the 
fact that such stocks have wide fly. 
tuations in value and sharply fly. 
tuating values do not lend themsleye 
readily to a plan which is based q 
fixed and guaranteed funds held back 
of policies. It is for this reason tha 
the bulk of the life companies’ fund 
in effect trust funds, are invested jy 
the safest of investment channel 
chiefly high grade bonds and mort. 
gages. 


N. Y. State Assn. Favors 
‘Anniversary Year’ 


(CONTINUED FROM PAGE 1) 
ship, and hence national influence 
drops right after the turn of the year, 

Each member would pay a full years 
dues on joining. This would raise the 
association’s income, as compared with 
pro-rating, and would also give the 
new member a full year in which t 
participate in the association’s acti- 
vities and observe the benefits of mem- 
bership before being asked to pay due 
again. At present, said Mr. McCarty, 
a large part of turnover is due to new 
members not becoming fully aceli- 
mated in a half or quarter year. 

With the new system established, 
membership drives could be stagger. 
ed through the year and _ conducted 
by the different levels and this would 
tend to bring a steady rise in over-all 
membership, said Mr. McCarty. Th 
state association will be glad to make 
its study available to other associa 
tions. 


$578 Mass. Mutual Policy 
Pays Benefits Of $100,000 


A Massachusetts Mutual life insuw- 
ance policy purchased by an Ohio 
salesman 34 years ago for a premium 
of $578.25 has produced a return if 
nearly $100,000. 

The salesman, who died recently, 
bought the policy from Massachusetts 
Mutual in December, 1926, and paid 
the first year premium. Three months 
later he became disabled as a resi 
of a nervous condition. 

Since the policy contained a waive 
of premium and disability income pr 
vision, all subscquent premiums wet 
waived and a monthly disability i 
come of $150 was paid to the in 
This income continued until the dat 
of his death 33 years later and hi 
reached a total of $60,600 at thi 
time. Premiums waived during 
period totaled $17,028. 

When the insured died recently, t# 
full face amount of the policy—$15,ll 
—became payable. This, together 
$6,500 in dividends and __ interés 
brought his total return on the politi 
to $98,459.80. 
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Narne Service Award After L. I. Dublin 


‘CONTINUED FROM PAGE 1) 
Louis I. Dublin Public Service Award.” 
The program will be coordinated by 
Robert C. Singer, assistant director of 
the institute’s promotion and adver- 
tising division. 
published Works 


Dr. Dublin, a biologist and statis- 
tician, spent the major part of his ca- 
reer with Metropolitan Life, becoming 
a vice-president there in 1931. His sci- 
entific studies in the areas of popula- 
tion, mortality, longevity and public 
health organization during this period 
served not only his own company, but 
the life insurance business as a whole, 
as well as other allied fields. Among 
his many published works are over 
600 scientific papers and speeches and 
more than 10 books on a variety of 
topics. 

Dr. Dublin joined the institute as a 
consultant shortly after his retirement 
from Metropolitan in 1952. In this lat- 
ter role, he stimulated increased co- 
operation between life insurance people 
and community health and welfare 
campaigns in their local area. The 
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COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


Son Francisco Denver Los Angeles 








WILLIAM C. CONLEY 
Consulting Actuary 


Lansing and Detroit, Michigan 
811 American Bank Bldg., Lansing 68, Mich. 








E. P. HIGGINS & CO. 


Consulting Actuaries 
Auditors and Accountants 
Pension Consultants 
Bourse Building Philadelphia 6, Pa. 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 

2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 
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2859 N. MERIDIAN ST. » INDIANAPOLIS 7, IND. 








LIFE INSURANCE EDITION 


high-point of this phase of his career 
took place in 1956, when he estab- 
lished the annual institute-NALU pub- 
lic service program, the purpose of 
which has been to encourage agents | 
throughout the country to take an ac- 
tive part in promoting health and wel- 
fare projects in the local communities. 


Public Service And Awards 


Among his posts of public service, 
Dr. Dublin has served as president of 
American Public Health Assn. and of 
Population Assn. of America. From 
1938 to 1947, he was chairman of 
American Museum of Health, and in 
1945 was assistant to the chairman | 
of American Red Cross. 

Last year, Dr. Dublin received the 
American Public Health Assn.’s Sedg- 
wick memorial medal, the highest | 
award in the field of public health. 
More recently, he was given the award 
of merit of American Heart Assn. | 

Mr. Singer, who, as part of his du- | 
ties with the institute, will coordinate | 
future institute-NALU public service | 
programs, has been assisting Dr. Dub- | 
lin and NALU in building the program. 
Before joining the institute staff in 
1955, Mr. Singer was an account rep- 
resentative with a New York public 
relations firm. 





Peirce To Headline 
AAUTI Annual 


(CONTINUED FROM PAGE 2) 

held in the evening. Papers will be 
presented by Walter Williams, Indiana 
University, “Some Comments on the 
Problem of Measuring the Macro- 
Economic Implications of Health In- 
surance;” Mr. Dickerson, “Loss Distri- 
bution in Non-Life Insurance;’ David 
B. Houston, UCLA, “Analyzing the Ef- 
fectiveness of Rating Systems,” Theo- 
dore Bakerman, Duquesne, “OASI 
Statistics—A Program for Industry 
Employment Research, Part III;” John 
Athearn, University of Florida, “Self- 
Insuring the Workmen’s Compensation 
Risk: A Case Study;’”’ Burl Abel, Texas 
Tech, “Tools For The Recruitment of 
College Men for the Insurance Indus- 
try;’’ Harold C. Krogh, University of 
Kansas, “Auto Insurance—Some Obser- 
vations on the Uninsured Motorist and 
His Accident;” Harry Malisoff, Brook- 
lyn College, “The Insurance Principle 
in Unemployment Compensation;” Wil- 
liam Alrich, editor the Spectator,” All 
Line Insurance Groups,” and John D. 
Long, Indiana University, “Corporate 
Insurance Management.” 


Second Day’s Program 


“Teaching Techniques,” David A. 
Ivry, University of Connecticut, chair- 
man, starts the second day off. Con- 
tributing to this session will be James 
J. Chastain, Municipal University of 
Omaha, “Property Insurance Contract 
Analysis; Wayne Snider, University 
of Pennsylvana, “Risk Management,” 
and Grant Osborn, Arizona _ State, 
“Analysis of Financial Statements.” 

“Insurance Problems of a Quantita- 
tive Nature,” Erwin A. Guamnitz 
University of Wisconsin, chairman, 
will conclude the morning session. 
Robert A. Rennie, vice-president re- 
search Nationwide, will discuss ‘“Mea- 
surement of Risk,” Ingolf H. Otto, New 
York University, “The Problem of 
Capacity,” and Mark R. Greene, Uni- 
versity of Oregon, “Mathematics and 
Insurance.” 

The Elizur Wright award will be 
announced at the luncheon, following 
which the business meeting will be 


A SYMBOL OF SECURITY 


The Statue of Liberty is an important sym- 
bol to all Americans because it repre- 
sents the freedom which is the foundation 
of our way of life. Our Company is proud 
to use it as its trademark. 


Men to remain free must provide security 
for themselves and their families and most 
American families have found life insur- 
ance to be the best way to provide this 
security. 


Liberty National Life Insurance Company 
is providing a large measure of security 
for many families. Over a quarter of a 
billion dollars is held by the Company for 
the protection of policyowners. Perhaps 
this financial strength is one of the reasons 
why more and more people each year 
buy their life insurance from Liberty Na- 
tional. 


Frank P. Samford, President 
HOME OFFICE: Birmingham, Ala. 



















LIBERTY NATIONAL LIFE INSURANCE CO. 
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More than 
a Slogan at 
Mutual of Omaha 


Gy 


INCOME PROTECTION 
HOSPITAL-SURGICAL 
SENIOR SECURITY 
MAJOR MEDICAL 
MAJOR HOSPITAL 
DOCTOR CALL 


Today, the representative from Mutual of Omaha is able 
to offer his prospects the widest range of health and accident 
insurance in the Company’s 5l-year history. Small surprise 
then, that he finds an ever-growing market for his product. 


He has the right plan for every client whether it’s hospital- 
surgical, income protection or major medical insurance. There 
are special coverages, too, for the senior citizen and many of 
those formerly considered uninsurable. 


All of these plans carry Mutual of Omaha’s famous Re- 
newal Agreement, the policyowner’s guarantee that his policy 
will never be canceled for health reasons. It’s the kind of 
coverage a salesman can offer his prospects with complete 
confidence. 


“Something for everyone” is more than just a slogan at 
Mutual of Omaha. Thanks to a continuing program of study 
and research, Mutual is keeping abreast of the needs of 
the American public for modern, flexible plans of insurance 
protection. 


* * * * x 


If you would like to be a part of the Mutual of Omaha 
career sales team offering these modern plans to prospects 
in your community, write Howard Dewey, Department 1260, 
Mutual of Omaha, Omaha, Nebr., today for full details. 
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MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 
The Largest Exclusive Health and Accident Company in the World 


Home Office — Omaha, Nebraska V. J. Skutt, President 





Maximum Protection for People of All Ages at Minimum Cost 
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